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Guaranteed to equal any Hack Saw blade made 
today. whether it be tungsten or high speed, o 
any job. any time. any place. & 
Cut for cut. blade for blade, “LENOX quali 
and uniformity more than hold their own. “ent 
“LENON™ Hack Saws are sold through ieee 
with full protection and sales cooperation. 

Sell “The Blade in the Plaid Box” 


for satisfaction and profit. 





and BAND SAWS 


AMERICAN SAW A MFG.CO., SPRINGFIELD,MASS. 


— ~ . 
— ¥ 


ae 





ONE OF THE 


MOST FIRMLY ESTABLISHED PRINCIPLES 
IN THE BUSINESS WORLD 


a adopted its policy many 
years ago and published it throughout 
the nation. Since then it has constantly 
stressed the five fundamentals consti- 
tuting that policy. 


These acts accomplished two things. 
First, they gained the admiration of 
business for the taking of a forthright 
stand in behalf of distributors. Second, 
they sounded a challenge to other man- 
ufacturers to make their positions clear. 


There was and to great degree still is a 
theory that distributors’ business can 
be held by helping them with one hand 
and opposing them with another. Man- 
ufacturers sold to distributors and then 
deliberately competed with them. Dis- 


tributors were thus severely handicap- 
ped in their efforts to serve the trade. 


Republic decided to lead the way to- 
ward greater recognition of the distrib- 
utor’s economic function by constantly 
hammering its clear-cut policy into the 
mind of every man in the industry. It 
went further and has for years widely 
circulated educational literature amon 

users urging them to uphold and sup- 
port the one unit of the distribution 


system that offers them the greatest 
advantages. 


The firm stand taken by this organiza- 
tion for so long has made the Republic 
Policy one of the most dependable fac- 
tors in the business world. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


REPUBLIC—THE DISTRIBUTORS’ 


CHAMPION 
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The MAGAZINE OF INDUSTRIAL DISTRIBUTION 


JaMEs A. CHANNON 
Associate Editor 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


\. M. Morris 


General Manager 
Vv 
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Mill Supplies is in its 
twenty-third year of serv- 


ice to the mill supply field 
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This Installation Cut Repair Costs 
60% and Saved Power 


The Dodge-Timken Automatic Belt Governor shown at the left 
eut repair costs 60% for an Eastern gypsum plant. It is one 
of five similar units. These cooker drives had always been 
troublesome and expensive to maintain because steam and heat 
discharged onto belts and caused rapid deterioration. The short 
center drive eliminated steam and heat trouble, saved power 
and belting, as well as providing a generally more satisfactory 
arrangement. 


A Saving of $3000.00 in First 
Cost Alone 


A Chicago manufacturer of printing rollers avoided the use of 
an expensive variable speed motor by installing the Dodge drive 
shown at lower right. The saving in first cost alone was 
$3,000.00. The drive was assembled from standard Dodge units 
on a special base plate and has been operating 214 years with 
no trouble or replacements. 


Paid for ° peg 
Themselves 
in Oil Savings 


In out of the way places 
in cement mills and sim- 
ilar plants, bearings do 
not always receive fre- 
quent lubrication and 
their life is short. If 
regularly lubricated the 
oil consumption is ex- 
cessive and expensive. 
Dodge-Timken bearings 
have reduced mainte- 
nance cost to a minimum, 
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le Industrial 
Modernization 


You ean profit now from the rehabilitation movement 
now sweeping industry. With the Dodge line offering 
an economical solution for every drive and bearing 
problem, you are prepared to make valuable sugges- 
tions for cutting power waste, and excessive mainte- 
nance expense in the plants you serve. You not only 
have the line and the service, but you have the back- 
ing of Dodge experience, the facilities of a specialized 
engineering department and thousands of suecessful 
performance records to refer to. 


Today as never before cost cutting is vital to profits. 
ba eine 

There are many opportunities in every plant to make 
substantial economies without heavy expenditures. An 
obsolete drive, a troublesome eluteh, inefficient bear- 
ings,—all can be replaced at moderate cost and will 
return substantial dividends on the investment. 


Cheek over carefully the possibilities in every plant in 
your territory. Call on us for suggestions. Start now 
to capitalize on rehabilitation opportunities. 


an 


31% Power Savings Made By 
Indiana Flour Mill 


The Dodge-Timken Bearings shown at lower left re- 
placed babbitted bearings and saved 31% in power. 
In addition to the power savings made, grinding tem- 
perature was reduced, lost time for re-babbitting 
eliminated and maintenance costs cut. These bearings 
replaced the old bearings without expensive alterations 
to the mill and the change-over was made quickly and 
easily by mill labor. 


Saved 9 H. P. and Valuable Space 
By Installing “D-V” Drive 


An old flat belt drive operating on 30-foot centers was 
replaced two and a half years ago by a ‘‘D-V’’ Drive 
operating on 8-feet centers. This drive transmits 
power from engine to 175 K.W. generator. In addi- 
tion to power savings of 9 II.P. and substantial space 
savings, which have permitted a more efficient plant 
layout, this drive has operated continuously with mini- 
mum attention and maintenance. 
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Jenkins VALVES ARE ALWAYS MARKED WITH THE “DIAMOND” 


TRADE 
JENKINS >- 





Sectional View, Fig. 106-A, 
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Jenkins Standard Bronze Globe Valve, Screwed, showing these four important points: (1) extra deep 


stuffing box, (2) more spindle threads in contact with bonnet, (3) one-piece screw-over bonnet, and (4) slip-on stay-on dise holder. 


Now is the time to cash in 
on these money-saving features 


This is going to be an “economy 
year.” Now more than ever before 
your customers will insist on valves 
that won’t require costly mainte- 
nance, that won’t quit on the job, 
that will prove to be a service-pay- 
ing investment instead of a _per- 
petual expense. 


It’s a good time to cash in on the 
money-saving features you can 
point out in every Jenkins Valve. 

Take a Fig. 106-A Standard Bronze 
Globe Valve for example. There’s 
(1) the extra deep stuffing box that 


holds more packing and requires 
less frequent repacking, (2) more 





JENKINS BROS. 


Bo White St., New York, N. ¥.; 510 Main St., Bridgeport, 
Conn.; §24 Atlantic Avenue, Boston, Mass.; 133 No. 
Seventh St., Philadelphia, Pa.; 646 Washington Blvd., 
Chicago, Ill; JENKINS BROS,, Limited, Montreal, 
Canada; London, Eng. Factories: Bridgeport, Conn.; 
Elizabeth, N. J.; Montreal, Canada, 


enkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


spindle threads in contact with bon- 
net, insuring spindle alignment, rig- 
idity, and a tight seat, (3) the one- 
piece screw-over bonnet that won’t 
distort or fail even after repeated 
disassembly, (4) the slip-on stay-on 
dise holder which saves time in disc 
renewal and also makes such re- 
newal astonishingly easy. 


These and the many other money- 
saving Jenkins features will help 
you sell. Why not place a complete 
stock of them on your shelves? 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR NOVEMBER 
100 — Average Monthly Sales, 1923—1925. 


EATURED by a sudden drop in the 
DF sccm states and a slight gain in the 
southand west, Mill Supplies’ Sales Indica- 
tor slipped from 44.30 of normal in October 
to 41.8% of normal in November. A falling off 
in the more northerly states was not unex- 
pected since many of the distributors coop- 
crating in the compilation of this sales index 
sell a considerable amount of equipment and 
supplies to contractors of one type or an- 
other. Where climatic conditions interfere, 
buying by this group quite naturally falls off. 
Reports from some sections concerning De- 
cember business indicate no further drop for 
the first 15 days but contemplate the natural 
falling off due to the holiday season. 


The interest of both distributors and man- 
ufacturers in this new service of Mill Supplies 
has been unusual. Several letters from dis- 
tributors have indicated a desire for data on 
more closely confined territories. As a result 


of these many requests, we have decided to 
supply any local group of distributors de- 
tailed figures for the immediate territory cov- 
ered by that group. Local group chairmen 
are requested to communicate with Mill Sup- 
plies as soon as possible so that all of their 
members may be included in our mailing to 
secure December sales figures. 

Along with the next mailing, a convenient, 
useful chart will be furnished those distribu- 
tors who cooperate with us in the compila- 
tion of the sales indicator. It is so designed 
that distributors will be able to plot on it the 
national sales figures for each month and the 
percentage for their particular territories, as 
well as their own sales. With this chart, any 
distributor can tell at a glance just how his 
business stands with respect to his immediate 
competitors and with the industry as a whole. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 42. 








Planning for Profits in 1933 


An insight into the business thinking of 
forward-looking distributors 


HE phrase, ‘a new deal,” which 

was popularized during the recent 

presidential campaign, applies to 
business as well as to politics. Profits 
have been scarce these past three years. 
The supply industry, of course, has suf- 
fered with the rest. While it is impos- 
sible to predict with any degree of 
certainty the probable course of busi- 
ness during the new year, it is logical 
to assume that any definite improvement 
in sales and profits will depend, in a 
large measure, upon the individual 
initiative, executive and sales ability of 
distributors themselves. 

Haphazard business methods have no 
place in business today. Only the fittest 
can survive these strenuous times and 
it therefore behooves every distributor 
to put and keep his house in order. 
Intelligent sales planning, thorough 
market study, careful stock selection, 
progressive management and aggressive 
salesmanship are factors that none, who 
expect to make 1933 a profitable year, 
can afford to overlook. The need for 
constructive action is apparent and it is 
up to each individual distributor to put 
into operation such policies, plans and 
ideas as will produce profitable results. 
A recent survey conducted among dis- 
tributors indicates that they have been 
hard at work developing business pro- 
grams which will aid in bringing about 
definite improvement during 1933. Just 
what these programs are may best be 
told in the words of the distributors 
who are adopting them. 

“One new idea which we are adopt- 
ing this vear is called a work sheet. 
On this sheet, we fill in all items pur- 





Distributors A gree: 


1. To study markets thoroughly. 
2. To analyze individual ac- 
counts carefully. 

3. To intensify sales efforts. 

4. To support manufacturers 
with favorable sales policies. 

5. To push profitable lines, 
eliminate unprofitable ones. 

6. To insist on intelligent sales- 
manship, frown on order-taking. 
7. To concentrate on business 
now going through outside chan- 
nels. 

8. To maintain adequate stocks. 
9. To operate on a balanced 
budget. 

10. To stick to a logical sales 
territory. 

11. To specialize more. 

12. To consider favorably new, 
marketable products. 











chased by our customers during 1932. 
These sheets are then arranged alpha- 
betically in a cover for our salesmen 
to carry with them. They show at a 
glance the lines we are and are not sell- 
ing each account. We are confident that 
this idea will prove profitable. 

“We support manufacturers whose 
national sales policies recognize the 
distributor as the logical outlet for 
industrial supplies. Also, we adhere to 
suggested resale prices and, in making 
new connections, select only those manu- 
facturers who suggest prices which per- 
mit a good profit. 

“This year we are analyzing sales 
more carefully than ever before. One 
result of our analyses will be a slight 
contraction of our sales territory. 

“As regards promotional work, we 
send out sales letters about once a 
month which usually stress the advan- 
tages of buying through the distributor. 

“Our attitude toward taking on new 
lines is favorable if they pay an ade- 
quate profit and if proper territorial 
arrangements can be made.”—C. B. 
Lyon, The C. S. Mersick and Company, 
New Haven, Connecticut. 

‘ne « 

“At different times, I have owned 
two dogs. One was a coward. It whined 
when it saw another dog and, whether 
the other dog was larger or smaller, it 
would run away if it could. 

“The second dog was fearless. It 
enjoyed a fight and seemed particularly 
to enjoy ‘picking on’ larger dogs. 

“Sometimes, we find ourselves deal- 
ing with business problems like the first 
dog; afraid to tackle them and wishing 
we could run away. All of us have a 
desire to be like the second dog; keep 
our chins up and stand ready to tackle 
the toughest problems. 

“Fortunately, our organization seems 
to be composed of ‘dogs’ of the fearless 
type. We have our fists clenched and 
our feet on the ground determined to 
keep our organization intact, our stock 
sufficiently large to take care of present- 
day consumption and our contacts with 
the trade frequent enough to let it know 
we want its business. 

“We are starting 1933 fearlessly. 
One major line and a few minor lines 
have been added. Two new salesmen 
have been taken on. 

“We recognize that it is not possible 
to extract blood from a turnip, and that 


there are many industrial turnips, but 
we are not going to have our tails 
between our legs. Present conditions 
will not last indefinitely and when they 
do improve, somebody will be getting 
more business and it won’t be the ‘dog’ 
that crawls into its house now because 
it is afraid.’—R. C. Duncan, president, 
R. C. Duncan Company, Minneapolis. 
* ¢ © 

“Our company is applying the prin- 
ciples of market determination. We are 
constantly studying the needs of our 
customers and our stock is a direct 
reflection of those needs.”—C. E. Hans- 
sen, president, Louis Hanssen’s Sons, 
Davenport, Iowa. 

* * * 

“Our purchasing structure is built 
entirely on the principle of supporting 
manufacturers who are behind the dis- 
tributor 100%. 

“Industrial users, we believe, are 
recognizing the value of the distributor 
more and more. We are working hard 
to bring more supply business through 
the distributor, and while it is a painful 
process it will ultimately bring results. 

“We plan no further increase in sales 
efforts, but are taking steps to make 
them more effective, by stressing to our 
men fundamental sales points on specific 
lines and pointing out to them definite 
markets. 

“We will accept new lines only after 
surveying the sales possibilities in our 
territory and finding them adequate. In 
this connection, we value highly the 
opinions of our salesmen.”—C.  F. 
Schlamp, sales manager, Evansville 
Supply Company, Evansville, Indiana. 

* * * 


66 UR sales plan for many years has 

called for the application of the 
principles of market determination. Be- 
cause of our efforts along this line, we 
have, through a perpetual inventory 
control system, been able to keep our 
stocks well balanced. 

“We have long followed the policy of 
selective distribution on major lines and 
invariably support manufacturers who 
stand up for the distributor nationally. 

“We are working constantly on buy- 
ers who are purchasing through other 
channels trying to show them the 
economy of purchasing through the 
distributor.—Alvin M. Smith, president, 
Smith-Courtney Company, Richmond. 
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“We have tried forcing sales with 
some success. Labor and material-sav- 
ing devices and plans, well presented, 
secure a ready hearing. But people are 
waiting and conserving their resources 
for clearer sailing ahead. New wealth 
must be accumulated and greater buying 
power built up before normal conditions 
can return. Meanwhile, let’s put our 
houses in order; keep contacting our 
trade, balance our budgets, operate 
economically, sell quality and service 
rather than price, eliminate unprofitable 
items where possible, add new lines of 
merit and above all maintain a living 
profit. 

“One of the brightest spots we see is 
the increasing recognition by manufac- 
turers of the essentialness of the dis- 
tributor. Direct selling is lessening. 
Such manufacturers as are now sup- 


porting the distributor, whether from 
necessity or conviction, should have our 
active support. 

“We are impressed with the caliber 
of manufacturers’ salesmen who now 
call on us. We, ourselves, should im- 
prove upon our won solicitation by 
sending out only well-posted salesmen 
who are not stampeded by price-cut- 
ting.”’—Frantz Haverstick, president, 
Haverstick and Company, Rochester, 
New York. 

* * * 

“T have been reading with a great 
deal of interest the articles that have 
been published in Miit Suppries and 
it is apparent that the past two years 
have brought home to the industrial 
distributor very forcibly the fact that if 
he is going to continue to be a neces- 
sary cog in the (Continued on page 54) 





How the Distributor Can Make His 
Services More Valuable 


The views of manufacturers 


‘<4 HAT, in your opinion, can 
the distributor do in 1933 to 
improve his position? What 

are you, as a manufacturer going to do 
to aid the distributor in accomplishing 
this purpose?” These are questions we 
asked a number of prominent manufac- 
turers. Because we wanted frank views, 
we requested that the statements be sent 
in unsigned. Here are the answers: 

“For the past year, we have been 
diverting more and more of our plant 
equipment and replacement business to 
our authorized distributors, because we 
believe the distributor is more necessary 
today, both from our own standpoint 
and that of the ultimate user. 

“Our plans for showing distributors 
where and how to sell our products 
involve the continued and _ intensified 
use of a distributor’s sales 
which was prepared last year. 

“As regards our plans for 1933, we 
expect to intensify rather than broaden 
our sales and advertising program. We 
expect to maintain closer contact with 
our distributors, and with a_ better 
appreciation of their difficulties, hope to 
do more to aid them. Above all, we 
supply our distributors with actual sales 
information which they can apply to 
their own particular problems.” 

* * * 

“We plan in 1933 to continue selling 
through the distributor. There is, how- 
ever, a clogging of the distribution 
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channel which must be cleaned out 
before either the manufacturer or in- 
dustrial distributor can function at their 
highest efficiency. 

“The primary fault probably rests 
with the manufacturer in that he lacks 
the backbone to control his distributors. 
I believe that manufacturers should set 
a resale price on their products which 
will show the distributor a fair profit 
and then absolutely insist that the dis- 
tributor take it. Any distributor who 
violates the manufacturer’s established 
price should be black-listed and com- 
petitive manufacturers should, for their 
own protection, refuse to use such dis- 
tributors. 

“The crux of the whole _ business 
structure is profit and, in my opinion, 
we must use pretty strong medicine to 
strengthen our backbones to make a 
profit ourselves and also to insure that 
those to whom we sell make a profit. 
The manufacturer must realize that he 
cannot make a profit if the distributor 
does not, neither can the distributor 
hope to profit unless the manufacturer 
does also. In the past, the distributor 
has cut prices and the manufacturer has 
further complicated the situation by 
going after business direct without mak- 
ing a sufficiently high price to cover the 
extra cost for the service he renders. 

“Many distributors have also sprung 
up in the natural course of events and 
manufacturers have put a lot more in 


the field, until there are so many of 
them that they are unwieldy. 

“The distributor can make his service 
more valuable by actually being a dis- 
tributor, helping to clean up the price 
situation, getting it out of his head that 
he is merely running a warehouse, and 
actually sell goods. In my opinion, if 
he does not do these things, the manu- 
facturer will have to take over the job 
himself.” 

ee 

“The distributor will fit into our 
future plans just as he has in the past. 
We anticipate that the organized efforts 
of distributors to put themselves in a 
more strategic position makes it all the 
more desirable to sell through them. 

“The distributor can make himself 
more valuable to the manufacturer by 
looking upon his sources of supply as 
business partners rather than organiza- 
tions from whom he buys. He can also 
assist the manufacturer by maintain- 
ing adequate stocks, placing orders far 
enough ahead to permit economical 
manufacture, and helping to eliminate 
the necessity for the manufacturer to 
carry excessive stocks. Further, the 
distributor should concentrate his activ- 
ity on specific lines rather than try to 
shop around in the hope of obtaining a 
better price. 

“A distributor can improve his stand- 
ing with the user by concentrating on 
specific lines on which his salesmen 
have a well-rounded knowledge and by 
having stocks that permit speedy 
service.” 

* * * 

“In our opinion, the distributor has 
been more helpful to us during the 
depression than in normal periods when 
many buyers endeavor to purchase 
direct. 

“A distributor can make his services 
more valuable by concentrating on qual- 
ity lines to (Continued on page 56) 





Manufacturers Believe: 


1. Distributor’s economic posi- 
tion has been strengthened. 

2. Manufacturer should fur- 
nish distributor facts on where 
and how to sell. 

3. Resale prices should be es- 
tablished by the manufacturer, 
lived up to by the distributor. 

4. Distributor should do more 
real selling, less order-taking. 

5. Distributor should look on 
manufacturer as a partner. 

6. Distributor should concen- 
trate on quality, profitable lines, 
not shop around for low prices. 

7. Distributor should maintain 
customer record cards showing 
what each account is buying, and 
use them as a sales guide. 

8. Distributor should scrutin- 
ize carefully manufacturers’ sales 
policies. 

















Flat Rubber Belt Sales Facts 


HAT types of plants offer the best sales 
opportunities for rubber transmission belt- 
ing? What are the major applications in 








POINTERS ON RUBBER BELTING 


{. Before taking an order for rubber transmission belt 
ing, on any drive which has not given satisfactory service, 
check your manufacturer’s catalog carefully to determine 
proper ply, construction and initial tension for the drive 
in question. 


2. Where doubt exists on proper application for any drive 
don’t guess—consult your manufacturer. He is anxious 
that his products be given a fair chance. 


3. Be sure your customers understand that a square 
should be used in cutting open-end belting. 


4. Remember that it is advisable to apply the belt to the 
pulleys first, draw tight with clamps and then make the 
joint. 


5. Tell your customers to watch new belts closely during 
the first week of operation. It is natural for rubber belts 
to require taking up once or twice and excessive slippage 
can do considerable damage 


6. Sell your highest grade belting It will prove most 
economical in the long run 


7. Remember that excessive stretch is usually due to too 
much tension per square inch of cr section. The belt 
is too light for the work 


8. It is advisable that shifters equipped with rollers be 
recommended for use on rubber belting hese rollers 
must be kept free to revolve. 


9. Any rubber belt will last longer if kept away from 
oil as much as possible 


10. If a belt has a tendency to leave the pulleys, recom 
mend that the trouble be eliminated by lining up the 
pulleys or shafts or lacing the belt straight. Do not let 
your customer resort to makeshifts 

ft. When necessary to remove belts from pulleys, advise 
your customer to suspend them so that they will be 
removed from moving parts of the drive 


42. Belts in storage should never be subjected to direct 


sunlight, heat or dampness Temperatures from 50° to 
70° are recommended 
(3. Your recommendation that belt records be kept 


may be instrumental in saving your customer expensive 
shut-downs and in furnishing you with accurate data 
for your stock control Consult your manufacturer for 
suggested form 


< 











those plants? 


What points should be stressed 


in selling and servicing rubber belts? These 
are questions this article answers. 





Rubber belts operating 
tailings crushers in 
plant of Casparis Stone 
Company, Kenneth, In- 
diana. Major applica- 
tions in the sand, gravel 
and crushed stone in- 
dustry include drives 
for rock mills, gyratory 
crushers, jaw crushers 
and fine reduction 
crushers. Drives for 
pumps and screens also 
offer opportunities for 
sales. 


Pump drives in the 
plant of the Andro- 
scoggin Pulp Company. 
Their ability to with- 
stand steam and mois- 
ture makes rubber belts 
especially efficient in 
the paper industry. The 
major markets in this 
industry include drives 
for beaters, Jordans and 
pumps. Other applica- 
tions include paper 
machine drives, dryer 
drives, winder drives 
and suction couch 
drives. 


A 12-inch, 6-ply 
belt operating a 
conveyor scraper in 
a Pennsylvania col- 
liery. Markets in 
the coal mining in- 
dustry include main 
drives and drives 
for pumps, crush- 
ers, screens, jigs, 
ventilating fans and 
compressors. 


This 16-inch, 10- 
ply belt is used by 
a large utilities 
company in the 
middle west to drive 
a blower fan. In- 
termittent load and 
whipping of the 
belt make service 
of this type very 
exacting. 
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Rubber belt drives in the spinning room 
of a cotton manufacturer. The fact that 
rubber belting is not adversely affected 
by the humidified atmosphere necessary 
in cotton mill operation is a sales point 
in contacting this industry. Applications 
include drives for cotton pickers, drawing 
frames, fly frames and spinning frames. 
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Rubber belt driving hot 
saw in steel plant. 
Belt is housed to protect 
it from flying sparks. 
Major applications in 
the metal working in- 
dustries include: cold 
and hot saw drives; 
motor drives; drives 
for lathes, blowers, 
compressors and tum- 
bling mills. Further 
opportunities for sales 
occur in drives for drill 
presses, grinders, and 
miscellaneous metal- 
working tools. 








Five rubber belt drives 

in a Connecticut brick 
plant. Major applica- 
tions in the ceramics, 
brick and tile industry 
include main drives and 
drives for crushers, 
grinding pans and pug 
mills. Brick machines, 
represses and auxiliaries 
offer further opportu- 

nity for sales. 








Rubber belt drives in a 
saw mill operated by 
A multiplicity of rubber belt drives in the Cagle Lumber Com- 





| the copper refinery operated by the pany. Note heavy idler 
' Miami Copper Company. Resistance to left. Talking points 
to moisture, flexibility, freedom from in selling the wood in- 

excessive stretch and efficiency under dustries are flexibility, 

varying temperatures are sales points lack of stretch, ability to 

in contacting the smelting and refin- withstand high speed on 

’ ing industry. Principal applica- small pulleys and econ- 
’ tions in this industry include drives omy of operation. Ma- 
for gyratory, jaw and roll crushers, jor applications—main 

tube and conical mills, pumps, jigs, drives, all saws, band 

fans, blowers and compressors. Other mills, hogs, planers, 

opportunities for sales are to be found fans. Secondary—plan- 

, in roll and cone drives and drives for ers, matchers, moulders, 
dynamos and elevators. edgers and compressors. 








The Market for Rubber Transmission Belting 








INDUSTRIES A B INDUSTRIES A B 
Steam Railroads & Paper Mills b 
Electric Railways @ Sugar Mills * 
Marine r) Canning & Preserving Plants 7 
} Aviation ; eB Dairies, Ice Cream & Cheese os 
Electric Light & Power Plants a Beverage Plants = 
Gas Plants & Smelting & Refining Plants * 
Water Works & Filtration s Blast Furnaces e 
State, City & Country Inst e Machine Shops -) 
L Government Institutions Foundries e 
Highway Depts. e Mechanical Machinery Mfrs 
River, Harbor & Canal Comm & Electrical Mach. & Eqpt. Mfrs oe 
Sand & Gravel Plants * Automotive Mfrs. * 
Quarries 7 Shipbuilding & Dry Docks & 
Coal Mines e@ Brass, Bronze & Copper Working J 
Metal Mines a” Railroad Repair Shops oe 
j Misc. Mines & Forge Shops ® 
Petroleum & Gas We'ls 7) Stamping & Enameling Plants * 
General Contractors € Cotton Manufactures * 
Electrical Contractors a Knit Goods e@ 
\ Plumbing & Htg. Contractors & Silk Manufactures & 
Railway Contractors Woolen Mills cf 
Sewer Contractors Rayon Mills & ° ee 
Dredging Contractors @ | Logging Camps & Saw Mills & Rubber belt drives transmitting power for pump- 
ais gia $ ae, cag B Ae si Mills * - ing oil in the Kilgore Field. Drives for pumps 
Seoces i ai tte @ Seg 20 li nem ae e offer the major oportunities for sale to petroleum 
‘ Cleaning & Dyeing Plants @ | Sash & Door Mills Ss and gas wells. Secondary markets include com- 
a ps & Tile Plant Py bd pe wes Industries $ pressor drives and drives for drilling in some 
eramics, Brick & ile Plants othing Mfrs. s : : ae 
tied 2 Ge fe € Sion Pachevion £ sections. Its resistance to moisture and ability to 
Fertilizer Plants @ | Paper Products @ retain its flexibility in cold weather are talking 
Glass Plants @ | Tobacco e points for rubber belting in contacting this 
Gelatine, Glue & Soap Plants * ; a : . x 
industry. Typical installations include drives for 


cable tools, band wheels, walking beam pumps, 
vacuum pumps, circulating pumps, sulphur 
dioxide compressors and gas compressors. 
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IGHT now @pportunities for the sale of electric 

tools in the industrial field are greater than at 

any period in the history of distribution. This 
is true largely because industrial users, in cutting their 
budgets two years ago, made it impossible to purchase 
any new equipment and allowed very little for main- 
taining that which they had in use. As a result, the 
majority of electric tools in use are worn out and com- 
plete replacement is now necessary where repairs might 
have been adequate some time ago. Within the last 
three years, many plants have even sold their surplus 
tool equipment in the frantic urge for liquidity. 

But now that the general tone of business is becom- 
ing more optimistic, users are gearing their plants 
for normal production, revamping layouts, 
modernizing both plant and equipment, and 
authorizing repairs. If the distributor’s 
salesmen ever had an opportunity to sell 
electric tools, it is now while this trend for 
modernization is in full swing. With na- 
tion-wide programs to promote industrial 
modernization being launched by industrial 
leaders, it would seem that the industrial 
distributor should benefit first, provided he 
can develop a plan of action such as I hope 
to outline here. 

| believe most distributors will agree that 
the statement of the Committee on Indus- 
trial Rehabilitation, estimating that 50% 
of the machinery, equipment, and_ plant 
facilities in American factories today are 
obsolete, is by no means an exaggeration of 
the truth. If the need for the moderniza- 
tion of plants is so great and if financial 
and credit conditions have eased to the 
point that dependable business leaders now 
tell us, then what is the best way to present 
this picture to the buyer? 
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Grinding off welded seams on automobile ; : 
bodies. pense in changing over 


Why Weare Pushing the Sale 
of Electric Tools Now 


Electric tools fit very much into the modern- 
ization picture and with so much stress being 
placed today on the need for rehabilitation, 
this company has found it profitable to put 


forth concerted sales efforts on them 


By D. A. CLAY 
Sales Manager, Swords Company, 
Rockford, Illinois 


An interesting sales angle and one of the wisest and 
inost productive methods we are using is to approach 
the new tool idea by offering to check the service of 
each electric tool in a plant and present the buyer with 
a chart showing which tools are capable of maximum 
production and free from possible breakdown when 
steady production is necessary; which are in need of 
repairs; and which are ready for replacement either 
by trade-in or outright purchase. The advantage of 
getting in on a service angle is obvious. While our 
salesman is in the plant he can observe any drilling, 
tapping, reaming, screw driving or nut driving opera- 
tions which may be going on by hand and suggest that 
electric tools are available and adaptable to those jobs. 

Checking up on the 
service of each tool 
should include not only 
those in use, but any 
broken down “relics” in 
corners and out-of-the- 
way places. Many times 
a plant may have consid- 
ered junking rather than 
replacing a certain bro- 
ken-down tool, but if the 
repair bill is not too 
high, it may again be 
called into service. 

Recently we completed 
quite a comprehensive 
survey of the electric 
tools in a local plant and 
found that it was using 
enough tools for screw 
driving, nut driving, stud 
setting, and drilling op- 
erations to justify the ex- 
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to high-cycle current. More- 
over, it was spending a lot of 
money on repairs which might 
have been more profitably in- 
vested. Many of its tools were 
worn out, obsolete, and expen- 
sive to operate. High-cycle tools, 
we explained, were specially 
built for screw driving, nut 
driving, stud setting, drilling, 
and reaming operations. They 
are equipped with both positive 
and adjustable clutches so that 
the amount of pressure applied 
to the job can be regulated. 

From the standpoint of low 
maintenance costs, our prospect 
seemed to be interested in the 
fact that the three-phase motors 
used in these tools are made up 
of a field, or stator, and a solid 
rotor. The rotor is made up with 
the squirrel cage winding con- 
sisting of copper bars through 
slots in the punchings with short- 
circuiting rings riveted to them 
and the joints welded or brazed. 
The rotating part is virtually in- 
destructible because the wire 
winding that can fly out and the 
soldered joint are both elim- 
inated. This type of construc- 
tion is particularly free from 
electrical troubles because there 
are no centrifugal switches or 
no brushes to wear away and re- 
quire frequent renewals due to 
the friction on the commutator 
and the arcing between them 
caused by sliding contacts, as is 
the case in the type of motor 
used in universal tools. 

This type of motor, we ex- 
plained, has been built into port- 
able electrical tools using a fre- 
quency of 180 cycles which gives 
10,800 r.p.m. no load speed, close 





Electric tools ate widely used in wood-working plants. 
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A Plan That 


Stimulates Sales 

“We offer to check the serv- 
ice of each electric tool in a 
plant and present the buyer 
with a chart showing which 
tools are capable of maximum 
production and free from pos- 
sible breakdown when steady 
production is necessary; which 
are in need of repairs, and 
which are ready for replace- 
ment either by trade-in or out- 
right purchase. Most buyers 
are agreeable to such a plan as 
they realize that an inefficient 
tool is a profit-eater and also 
because they know they are 
under no obligation to buy 
even after the chart has been 

submitted.” 





Drilling holes in metal frames. 


to the speed of the universal motor 
at no load. In this way, the weight of 
the tool for a given horse-power can 
be made equal to or less than that of 
the corresponding tool with a universal 
motor, for the speed of the induction 
motor is maintained relatively con- 
stant under load, whereas the speed 
on the universal motor falls off. The 
efficiency of the induction motor 1s 
also higher. On nut-driving jobs, for 
example, the high-cycle tool, if it is 
properly adapted, will maintain a con- 
stant speed until the nut is driven 
home. 

Then the gear construction in high- 
cycle tools is heavier because such 
tools are put to much harder work. 
The intermediate gears as well as the 
spindle gears are mounted on anti- 
friction bearings of either the ball or 
taper-roller type. 

Of course the user was most con- 
cerned with the original cost. In order 
to obtain a power supply of 180 cycles, 


a frequency changer or a motor generator was 





needed. In this instance, we changed the available 
frequency by a motor generator set, using the 
available power supply obtained from central sta- 
tions direct. The frequency changer generally em- 
ployed is similar to the ones that have been used 
for a number of years for the hizher frequency 
motors used on woodworking machinery. These 
consist of a driving motor connected to a wound 
rotor induction motor with winding proportioned 
so that when it is driven backward to the direction 
in which it would normally run at a_ sufficient 
speed, the desired 180 cycles is taken off the slip 
rings of its rotor. When direct current only is 
available as the power supply, it is necessary to 
use a motor generator set and actually generate 


the 180 cycle current, as was the case in this plant 


we are talking about. (Continued on page 26) 
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OR several months, the Com- 
mittee on Industrial Rehabili- 
tation has been selling industry 


on the idea of modernizing equip- 
ment and methods. That its efforts 
have been productive is evidenced in 
the fact that, according to the latest 
information released by the Commit- 
tee, more than $128,000,000 have 
already been appropriated by indus- 
trial plants throughout the country 
for rehabilitation purposes. 

As the Committee points out, there 
are three sound reasons why any com- 
pany should modernize: 1. To reduce 
costs and make more profit ; 4: L0 
improve its competitive position on 
present business; and 3. To provide 
for efficient production when a nor- 
mal volume of business returns. Now 
is the best time to modernize, the 
Committee points out further be- 
cause: 1. Equipment can be pur- 
chased and installed today at a cost 
below normal; 2. Changes in equip- 
ment can be made now most easily) 
while plants are not busy; 3. Recent 
rapid improvement in equipment de- 
sign offers unusual opportunities for 
cost reduction. 

This movement in the interest of 
industrial modernization, backed as it 
is by many of the country’s out- 
standing industrialists, is making real 
headway. The need for bringing 
plant facilities and equipment up-to- 
date is being deeply impressed upon 


Are you capitalizing on the 
new sales opportunities being 
created by the work of the 
Committee on Industrial 
Rehabilitation? More than 
$128,000,000 for moderni- 
zation purposes have already 
been appropriated and this 
means that many millions 
will be spent in buying in- 
dustrial supplies and equip- 
ment. Distributors have a 
definite responsibility in fur- 
thering the constructive work 
of the Robertson Committee 
—a responsibility which, if 
properly fulfilled, will result 


in increased sales and profits 


industry and a definite desire to buy 
the necessary supplies and equipment 
to do the job is being created. 

To the distributor, this nation- 
wide program of industrial rehabili- 
tation offers a real opportunity. In 
helping sell the modernization idea, 
distributors will not only aid the Com- 
mittee in its efforts to stimulate buy- 





yj RITE the Committee on 
Seventh Avenue, Pittsburgh, for 
tation,” 


sales information. Ask too for 


systematic survey of their plants 


your immediate territory. 


Industrial Rehabilitation, 435 
a copy of the booklet, “Rehabili- 


which explains the aims of the Committee and sets down 
logical reasons why modernization pays. It contains a lot of valuable 


a “Rehabilitation Check Sheet’’ 


which you will find very helpful in aiding your prospects to make a 


to find out where they can save 


by modernizing. Also get in touch with your local district chairman 
of the Committee on Industrial Rehabilitation. He can supply you 
with intimate information concerning modernization projects in 








The Rehabilitation Committee Is 
Creating New Sales Opportunities 


ing of needed supplies and equipment 
and put more men to work, but also 
will unearth considerable profitable 
business for themselves. The pro- 
gram is a practical one and those dis- 
tributors who get behind it properly 
will secure results. A case in point 
is The Western Iron Stores Com- 
pany which has tied-in with the cam- 
paign closely and, as C. E. Curtis 
points out elsewhere in this issue, re- 
sults were forthcoming immediately. 

Ray M. Hudson, industrial execu- 
tive, New England Council, in a re- 
cent letter to MILL Suppties, empha- 
sizes the fact that this rehabilitation 
program presents distributors with a 
sales opportunity that none can af- 
ford to overlook. He says: 

“Personally, I think this modern- 
ization movement presents an unlim- 
ited opportunity to distributors of 
industrial supplies and equipment, if 
they will only go after the business, 
which is to be had, as aggressively 
and intelligently as they ought to. 

“Not only can the user buy equip- 
ment at low prices—the like of which 
he has not seen for many years and 
which he will not likely see again as 
business continues to improve—but 
due to the present period of relative 
quiet, a user can install new equip- 
ment and make other necessary 
changes more conveniently and eco- 
nomically than he will be able to later 
on. The distributor, too, is in better 
position to give complete service now 
than later when everybody will want 
everything in a hurry. 

“Conditions are more favorable for 
borrowing money for needed im- 
provements than they have been for 
a long time, and everything consid- 
ered, it seems to me that if the ag- 
gressive industrial distributor will 
capitalize on this movement, he will 
not only be rendering a great serv- 
ice to the manufacturers he repre- 
sents, but also to his customers and, 
incidentally, to thousands of men who 
need the work that modernizing done 
now will create. 

“The results which the distributor 
would get would be measurable not 
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only in income instead of outlay, 
profits instead of losses, but also in 
increased good-will and a new appre- 
ciation of the usefulness and value 
of the industrial distributor in our 
commercial structure.” 

James D. Cunningham, president, 
Republic Flow Meters Company, and 
chairman of the Industrial Rehabili- 
tation Committee for the Chicago 
district, also stresses the fact that this 
campaign should prove helpful to 
distributors, 

“The function of the Rehabilitation 
Committee,” says Mr. Cunningham, 
“is primarily that of selling industry 
on the idea of releasing funds for 
capital expenditures. If we do our 


job well, distributors can present 
their wares to industry and, we hope, 
receive an encouraging response 
rather than the cold shoulder which 
has been turned to them for the past 
two years. 

“The Rehabilitation Committee is 
laying down the barrage to be fol- 
lowed up by the shock troops, which 
are the salesmen.” 

Another industrial leader, W. L. 
Batt, president, S. K. Industries 
and vice-chairman of the Industrial 
Rehabilitation Committee for the 
New York district, has this to sav 
about the movement : 

“The national program of indus- 
trial rehabilitation is sound if it is 


properly presented and the fact that 
it is supported by the outstanding in- 
dustrials of the country insures good 
company for anyone joining in its 
sponsorship. 

“The movement is taking hold 
beyond a doubt; perhaps more im- 
mediately for replacement and up- 
keep goods, but it is too early to at- 
tempt to evaluate its fullest possi- 
bilities. I feel sure, however, that the 
greater the effort put behind the pro- 
gram, the greater the cumulative ef- 
fect and the better the final results.” 

E. T. Weir, chairman, National 
Steel Corporation, and member at 
large of the Industrial Rehabilitation 
Committee, (Continued on page 58) 


Companies Pledged to Rehabilitation Programs’ 


District One (Boston 2 


FE. T. Burrowes Company (Maine) . $ 150,000 
Soulegan Woolen Mills (New H ampshire) boo: 000 
Jo oone’s Sens Company (Peterboro) . 37 "300 
District Four (Cleveland ) 
Newport Rolling Mills (Cincinnati)... . 00,000 
M. Werk Soap Company, (Cincinnati) . . “50,000 
Container Corp. of America (Cincinnati) 75,000 
William Powell Company (Cincinnati) . 35,000 
Crosley Radio Corp. of America 
EEE Pere race 500,000 
Cincinnati Rubber Mfg. Co. (Cincinnati) 90,000 
Frank Tea and Spice Co. (Cincinnati) 30,000 
S. Rosenthal Co. (Cincinnati) ....... 50,00 
U. 8S. Playing Card Co. (Cincinnati) . . 200,000 
Queen City Coal Co. (Cincinnati) . 40,000 


Andrews Jergens Co. (Cincinnati) ...... 26,000 
rihate ps Can Co. (Cincinnati). . 25,000 


ontinental Can Co. (C incinnati) ; : aes 150,000 
Kroge tr Grocery and Baking Co., 
er ae 1,000,000 


Westinghouse Warehouse (Mansfield)... °150,000 


Schrack Furniture Co. (Mansfield)..... 30,000 
City of Mansfield, Water and Sewer.... 25/000 
City Crestline Water Works...... : 10: 000 
City Orrville Sewage Disposal..... aie 36.000 
CRY QUSVR WOE s ccc ss ceccceces 10,000 
City Orrville Light Plant......... re 72,000 
City Orrville Quality Carting Co..... 20,00 
City Orrville Milk Condensing Co. . 30,000 
Pittsburgh Can Co. (Pittsburgh)...... 27:000 
Liberty Baking Co. (Pittsburgh)...... 8,000 
Duquesne Reduction Co. (Pittsburgh) 5,000 


Stevenson and Foster (Pittsburgh)... . 
Pittsburgh Tube Co. (Pittsburgh). . 
Tarentum Paper Mills (Pittsburgh) . 
Wilson Snyder Mfg. Co. (Pittsburgh 
National Steel Corp. (Pittsburgh) 





Pittsburgh Plate Glass Co. ........ 50 
Westinghouse Elec. ee eee i 
Rieck-McJunkin Dairy Co. (Pittsburgh) . 3,400 
Fairmont Creamery Co. (Pittsburgh) . 12,500 
Keystone Driller Co. (Pittsburgh)..... 15,000 
Copper_Weld Steel Co. a al 50,000 
Peter Packing Co. (Pittsburgh)....... 5,000 
Woodings Verona Tool Co. (Pittsireh) = 1,500 
Pittsburgh Steel Foundry Co. ....... 140,000 
Blaw-Knox Co. (Pittsburgh)......... 110,000 
Kopp Glass Co. (Pittsburgh)......... 6,000 
Lava Crucible Steel Co. (Pittsburgh) . 7,500 
National Bearing Metals Co. (Pittsburgh) 25,000 
Hillman Coal and Coke Co. (Pittsburgh) 50,000 
Columbia Radiator Co. (Pittsburgh)... . 20,000 
Follansbee Bros. Co. (Pittsburgh)..... 1,8 ee 008 
Fordyee Woolen Mills, Inc. (Pittsburgh) 
Firth-Sterling Steel Co. (Pittsburgh) . . 43000 
American Spiral Sprg. & Mfg. Co., 

ty ar 10,000 
Fretz-Moon Tube Co., Inc. (Pittsburgh) 65,000 
Buckeye Coal Co. (Pittsburgh)....... 125,000 
Reliance Steel Casting Co. (Pittsburgh) . 10,000 
Eatmor Chocolate Co. (Pittsburgh) . 30,000 
American Rolling Mill Co. (Butler, Pa.) 60,000 
Penn Iron and Steel Co. (Pittsburgh) 20,000 
Cosgrove-Meehan Coal Corp. (Pittsburgh) 500,000 
Hubbard and Co. (Pittsburgh)........ 200,000 
Union Drawn Steel Co. (Pittsburgh) . 30.000 
Treadwell Construction Co. (Pittsburgh) 10,000 
Fort Pitt Brewing Co. ae - : 65,000 
Allegheny Steel Co. (Pittsburgh) . 100,000 


Standard Stoker Co. (Pittsburgh)... .. 20,000 


Pittsburgh Brewing Co. (Pittsburgh)... 70,000 

Superior Paper Prod. Co. (Pittsburgh) . 15,000 

Independent Brewing Co. (Pittsburgh) . . 230,000 
District Five (Richmond ) 

Planters Nut and aie Co., 

ee eee eee 100,000 


GR san 9 6,2 su AS oe eee ore ere was 120,000 


Bogalusa Paper Co., Inc. (Bogalusa, 

fa.) ea a ee ree 1,500,000 
Lane Cotion Mills (New Orleans).... 900,000 
Service Laundry Co. (New Orleans).... 150,000 
Carl Cleaners (New Orleans)..... 30,000 
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Howard Flint Ink Co. (New Orleans) . 60,000 
New Orleans Compress (New Orleans). . 300,000 
Freeport Texas Sulphur Co. (New neers 1,500,000 
Merz Brewing Co. (New Orleans). . 50,000 
Peoples Brewing Co. heap Orleans) . ‘ 50,000 
Wackman Welded Wa Co. (New Or 
Pee ore oer ee ee 35,000 
Dillard University (New Orleans) . .. 1,250,000 
Knights of Columbus (New Orle: ans) .. 500.000 


Holy Name School (New_ Orleans) . 
Public Belt Ry. Bridge (New Orle ans) . i 4, 000. ‘000 
Municipal Airport Bldgs. & Lake Front 

Imp. (New Orleans) ...... P 
La. State University Medical Center. 
Public Markets (New Orleans) 
Public Wharves (New Orleans)....... 
Jefferson Lake Oil Co. (New Iberia) .. 
Concrete Locks, Intracoastal Canal (New 

CD eeaes.ceseies ow bles tase 200,000 


District Se even ( C hicago) 


3 


000 
000 
5,000 
000 
000 





U. S. Gypsum Co. (Chicago)........ 400,000 
International Harvester Co. (Chicago) .. 1,100,000 
The Link Belt Co. (Chicago) ack 20,000 
Burgess-Norton Mfg. Co. (Gene va, Th.) 3,650 

Stephens-Adamson Mfg. Co. (Aurora, 
| 1 gpa siticanes nig Ppa ar Inert GS 2,000 
Moline Malleable Iron’ Co. (Aurora, Til.) 6,375 
All Steel Equipment Co. (Aurora, Ill.) 3,500 

Western Wheeled Scraper Co. (Aurora, 
See rey Peer yee Seen 6,900 


Appleton Mfg. Co. (Aurora, Ill.)..... 2,000 
National Mfg. Co. (Sterling, Ill.) aca 20,000 
Northwestern Barb Wire Co. ( ° 
> AAAI Re eer eee 36,000 
Williams Oil-O-Matic Corp. 
WS > acd 5. orate tera Spas 6 le: gue O08 aaa ee 2,500 
American Fdry. and Furm. Co. (Bloom 
SREP RIT er tre ee 1,000 
Meadows Mfg. Co. (Bloomington) . he 500 





Paul F. Beich Co. (Bloomington) ..... . 2,000 
Peoria Cordage Co. (Peoria, Ill.) . > 10,000 
Allis-Chalmers Mfg. Co. (Milwaukee) . . 203,000 
Armour and Co. (Milwaukee)...... ; 25,000 
Campbell Fdry. Co. (Milwaukee). . - 2,000 
Cream City Fdry. (Milwaukee) ewes 500 
Cudahy Bros. Co. (Milwaukee)........ 110,000 
omens Laundry (Milwaukee) ...... 1,500 
Grits Yairy Co. (Milwaukee) . Sait 45,000 
Ideal Fdry. (Milwaukee)............ 500 
Layton Co. (Milweuke ee ies er 10,000 
Luick Dairy Co. (Mil ikee 7,000 
Milwaukee Stock Yards Co. ( Milwaukee) 7,000 
Natl. Enameling and Stamping Co. (Mil 

Serre pe x 
Plankington Packing Co. (Milwaukee) 100,000 
Wm. Reckmeyer & Co. (Milwaukee)... 3,500 
Steinman Lumber Co. (Milwaukee)... . 4,000 
Wadhams Oil Co. (Milwaukee) ....... 20,000 
Green County (Albany, New Glarus) . . 5,268 
Barnsdall-O’Neill Oil Co. (Racine) . 12,000 
Rock County (Beloit, Clinton, ievensvilie, 

rR Saar 163,511 
Shawano County (Clintonville) ....... 77,297 

° ° ° ° 

District Eight (St. Louis) 

8S. G. Adams Co. (St. Louis) ....... 25,000 
Laclede Power & Light Co. (St. Louis) 350,000 
The Ludlow Saylor Wire Co. (St. ous 40,000 
Monsanto Chemical Co. (St. Louis) . 700,000 
i Re SE I aa <a-00 8 0s 444,044 a00 30,000 
St. Louis Refrig. and Cold Storage Co.. 40,000 
Stupp Bros. Bridge & Iron Co. (St. 

MSS oti RS eh a ae sia 35.000 
Valley Shoe Corp. (St. Louis) - od al ort 15,000 
City Ice & Fuel Co. (St. Lou's 10,000 
Comfort Prtg. & Stationery 

PA oS eee 2,00 
Isaac T. Cook Co. (St. Louis) .. 103,000 
Aaron Ferer & Sons, Inc. (St Louis) ; 10,000 
a Envelope & Litho. Co. (St. 

DE ones ced eege tee es ss : “E 38,000 
nde Envelope & Prig. Co. (St. 

a ERR rr eee 2,000 
St. Louis Daily Record (St. “ Louis); : 190,000 
Sefton Nat'l Fibre Can Co. (St. Louis) 30,000 
Julius Seidel Lumber Co. (St. Louis) . 10,000 
Washington University (St. Louis).... 30,000 


East St. Louis Castings Co......... 


8,500 
Hunter Packing Co. (East St. Louis) 100,000 


Elliott Frog & Switch Co. (East St 


SER ee 4 eis 31.000 
Circle VT’ acking Corp. (E ast St “Lonis) .. 9,000 
Phillips Pipe Line Co. (East St. Louis) 10,000 
Roth Tobacco Co. (Cape Girardeau) . . 8,500 
Blackwell Wielandy Co. (St. Louis)... . 2.5 





one weve 852, 
City of St. Louis Hosp. Com : 1,710,000 
Frank & Meyer sckwear Co (St 
EEE Serr LF 15,000 
St. Louis amber Co... 222s scce Serna 10,500 
St. Louis Material & Supply Co 90,000 


Sandusky Cooperage & Lumber (¢ ‘o. (St. 
Louis) ee err ee 20,000 
Kroger Grocery & Baking Co (St 





_ Louis) SO En ree eee : 000 
. S. Marine Hosp. (St. Louis). . 0,448 
Union Biscuit Co. (St. Louis) oe 000 
Sinclair Refining Co. (St. Louis) . 58,000 
American Zine, Lead & Smelting Co 
os SS Reearrrene 24,000 
Home Ice Cream & Ice “Go. (Rast ‘St 
uis) x . ‘ 15,000 
Granite City "Steel Co. (Granite City) .. 196,500 
Standard Oi) Co. (Alton)... ..sccces 7,000 
Lincoln Oil & Ref. Co. (Robinson) 10,000 
City of Hannibal .. 50,000 
District Nine (Miencepelie) 
Montana — Power Co (Great Falls, 
. 2 eer PEE Fay A RAEI NT ty tn Re 100,000 


State of Montana (Highway Construc- 

| PaPEN > ove wae kena 
Minnesota Mining & Mfg. Co. (St. 

"aul) oad cla cae salt eas 100,000 
Homestake Mining Co. (Lead, S. D.). 275,000 


District Ten (Kansas City) 


Continental Oil Co. (Ponca City, Okla.) 780,000 


District Twelve (San Francisco) 
Columbia Steel Co. (San Francisco)... . 150,000 
Pacific Gas & Elec. Co. (San Francisco) 5,000,000 
Gladding, McBean & Co. (San Fran 


Ar ee eee ee 200,000 
American Brake Shoe & Fdry. Co. (San 
errr ree ee ee 75,000 
Paraftine Co’s, Inc. (Emeryville, Cal.) . 52,000 
Standard Oil of Cal. (San Francisco) .. 3,000,000 
Cc — Can Co. (Oakland and San 
Se eee ee ree 130,000 


El Derade Oil Works (Oakland)..... 400,000 
Fisher Flouring Mills Co. (Seattle)... . 100,000 
Best Foods, Inc. (San Francisco) . 130,000 





Sperry Flour Co. (Vallejo, Cal.)...... 7,000 
Pacific Bone Coal & Fertilizer Co. ees < 
i. eae rr eee 25,000 
Hawaiian Elec. Co. (San Francisco) . 750,000 
— Label & Litho. Co. (San Fran- 
Sere ree Tree ee 9,500 
Galland Mercantile Ldry. (San Fran 
CE, ha 01.6.8 % 0:90:69. 6. 0 6 6 010:66.06:0.0:4.4 750,000 
Standard Brands of Cal. (San Francisco) 750,000 
D. Ghiradelli (San Francisco)...... 20,000 
Steiger & Kerr Stove & Fdry. Co. (San 
aaa rer Cee 22,000 
Arden Salt Co. (San Francisco) /::/.- 200,000 
Petri Cigar Co, (San Francisco) ie eigis 30,000 
Euclid Candy Co. (San Francisco) . 6,000 
California Water Service Co. (San Fran 
COT in 6 0 0-0 6.600 6 6.80 0:80:06 400 40.0 250,000 
Pacific Coast Eng. Co. (Oakland).... 10,000 
Merco Nordstrom Valve Co, (Oakland) 30,000 


Standard Stations, Inc. (Spokane) 20,000 
Chrysler Corp. (Los Angeles)........ 275,000 
General Petroleum Corp. (Los Angeles) 1,500,000 
Union Oil Co. (Los Angeles)........ 170,000 


So. Cal. Edison Co. (Los Angeles) .. 1,254,655 
Los Angeles Gas & Elec. Corp. (Los 

SS eer eer ee ee eee 1,250,000 
So. Cal. Tel. Co. (Los Angeles) . 1,000,000 
Pomas Oo. (Bpemane) ......ccres oe 14,000 
Centennial Mill Co. (Spokane) ea lat Se gh OE 15,000 





*These commitments are reported by the Commit- 
tee on Industrial Rehabilitation. It ts a partial 
list as some companies will not permit their names 
to be published. 


13 




















HAT does the nation-wide industrial modernization 
drive now under way mean to the distributor? What 
results can be expected when a distributor gets behind the 
program and follows through on it intelligently and aggres- 
sively? What is the attitude of industrial leaders toward 
a distributor who shows a willingness to stimulate interest 
in this constructive work? 


These are some of the important questions answered 
in this article which we believe to be one of the most prac- 
tical and far-seeing ever to appear in Mill Supplies. If 
you’re looking for profitable sales ideas, don’t fail to read 


How we are tying in with the 


Rehabilitation Movement 


By CHARLES E. CURTIS 


President, The Western Iron Stores 
Company, Milwaukee 


ness is basically justified in spending money 
now for rehabilitation and modernization.” Our 
salesmen are testing this statement with each 
customer and they are also using the following 
remarks of K. G. Merrill, chairman of the 
Educational Committee of the American Asso- 
ciation: 

“According to The Business Week, it will 
take the expenditure of over a billion dollars 
to bring the factories of this country up to 
date. The replacement of old, worn, or neglect- 








carefully the experiences of this distributor. 








The Editors 


ed equipment; the modernization of old-fash- 
ioned practices; the putting into operation of 
new processes evolved out of the frantic 
scramble of the past three years to stay in 














HE first month after we had begun 
to tie in with the modernization 
campaign being sponsored by the 
Committee on Industrial Rehabilitation 
our business increased 23%. This was in 
October. Since that time, as the results 
of our efforts in following through on the 
work of the Committee, we have not only 
maintained our gains but have noted even 
greater progress. The most encouraging 
part of it is the kind of orders we are 
getting—orders for chucks, tools, repair 
parts, hoists, and so on. They plainly re- 
veal, by their very nature, that the activi- 
ties of the new National Committee on 
Industrial Rehabilitation are just begin- 
ning to be felt. We are inclined to be- 
lieve that rehabilitation propaganda has 
already played a real part in the recent 
increase in buying orders which we have 
experienced. Our estimate would be that 
approximately 10% of our increases can 
be directly attributed to our tie-in with 
the modernization program. 
When such men as A. W. Robertson, 


Electric and Manufacturing Company, 
E. T. Weir, chairman, National Steel 
Corporation, H. S. Wherrett, president, 
Pittsburgh Plate Glass Company, John 
E. Zimmerman, president, United Gas Improvement Com- 
pany, General J. G. Harbord, chairman, Radio Corporation 
of America, Otto H. Falk, chairman, Allis-Chalmers Com- 
pany, aud other outstanding men in our industrial life level 
their guns at American industry, there is bound to be more 
than just smoke. 

A. W. Robertson, who is chairman of the National Com- 
mittee on Industrial Rehabilitation, says that 50% of the 
country’s machinery is obsolete. He also states that “busi- 
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C. E. Curtis says: 


“The first month, after we 
began to work on this idea of 
industrial modernization, our 
} Beige ; %o 

chairman of the board, Westinghouse sales increased 23%. We 


attribute at least 10% of this 

increase to our efforts in con- 

nection with the industrial re- 
habilicaiion campaign.” 


business; all of these things call for the 
spending of money. What’s more, the 
mill supply distributor is the man who 
is going to get this business, if he uses 
his head. 

“The repairing of damage caused by 
dis-use alone is going to run into millions 
of dollars. Piping, shafting, valve equip- 
ment, heating plants, motors and hun. 
dreds of other items come under the 
head of equipment which deteriorates 
rapidly when not in use. This business— 
the putting of industrial plants back into 
operation—is bound to come before any- 
thing else. Plants must be in running 
order before they can manufacture any- 
thing 

“The salesman who clearly sees and 
grasps this basic fact, and devotes all his 
energy to becoming a rehabilitation spe- 
cialist for the time being, is going to be 
a big producer months ahead of his less 
far-seeing fellows. It is the biggest op- 
portunity mill supply distributors have 
had in 25 years.” 

Obviously, “rehabilitation” is the word 
of the hour in American industry. It is 
a long word; too long, perhaps. But “a 
new dress” or “a made-over dress,” that 
is simple and understandable. We all 
feel better when we put on a new suit 
or one that has just come back from the 
tailor. It does something to our morale 
so that we find ourselves working better and accomplishing 
more. The industrial plant reacts in the same manner. It 
needs new machines, new tools, repairs, replacements. It 
has put off ordering again and again; far too long in many 
cases, from the standpoint of real or ultimate economy. The 
morale of employer and employee alike needs stimulation 
through efficient tools and plant equipment. 

We are tying-in with this national campaign on industrial 
rehabilitation, first, through a series of sales letters directed 
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to three groups, and second, by impressing upon our sales- 
men the importance of following through on these letters. 

Our company first wrote the following letter to the heads 
of all Wisconsin concerns thus far mentioned in the news- 
papers as cooperating actively with the work of the Na- 
tional Committee for Industrial Rehabilitation: 

“Permit me to congratulate you on your public-spirited co- 
operation with the national industrial rehabilitation program, 
and to assure you that we, and the other Wisconsin distribu- 


tors, stand ready to give our best to whatever part may be 
assigned to us. 

“Industry has been turning more and more to the industrial 
distributor in the last three years. Many manufacturers of 
industrial equipment and sup- 
plies have found it prohibitive- 


The comments which the first group of letters brought 
forth are extremely interesting. Take the one from Louis 
Allis, president of the Louis Allis Company, Milwaukee, 
for example. He writes: 


“Your letter of the tenth is at hand, and under this rehabil- 
itation program I personally have an opinion which ts not as 
yet concurred in by the majority of the committee, but it ts my 
intention to push the thought further and I am, therefore, 
going to give you my idea. 

“Tf all the manufacturers become generous and buy, and the 
material they buy is furnished from stock and not automatically 
replaced in stock, all we buyers will be doing is to pass our 
money on to the banks in what might be termed liquidation. 
“Tf, however, all of us buyers put for- 





it pr t Sous caeveneas ward the moral thought that our orders 
ly costly to maintain direct- Ps sata nial ahaiitai must, if shipped from stock, be auto- 
selling policies on a really — cditdare scsi matically replaced by the factories, or 
satisfactory basis. Users have tT te amen: See eee our orders must be shipped direct from 
become increasingly conscious Se ae the factory newly built, both as to mate- 
that hand-to-mouth buying, or Porpwing Reseed rial and labor, then we will be doing 
anything approaching it, requires sai ici infinitely more. Otherwise it seems to 
ae . F sae stocks panes ere PRE ee me we would be doing only part of our 
close at hand, frequent person- th the national infact rial renabsli 
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al contacts, prompt servicing; 
in other words, a nearby dis- 
tributor. 

“A capable and dependable 
distributor ts industry’s first- 
aid, always standing by to lend 
a hand when and where needed, 


e4 cooperation with the national industriel rehabilitation procras, 
and to assure you that we, and the other Misconsin Distributors, 
stand ready to,give our best to whatever part say be assigned to us. 


Industry hes been turning sore ant sore to the intus- 
trial distributer in the last three years. Many sasufecturers of 


to-eouth 

and adequate stocks close 
‘e contacts, prompt servicing; in other J 
. nearty distributer. 


A capable and dependable distributer is Intustry's 
first-aid, always standing by to lend « hat shea 
in Little ways as well as bigger ones: 


good work to relieve unemployment. 
“To my mind, any buying scheme, to 
be really successful, must be a sort of 
chain letter affair, which would mean 
that everybody supplying material er 
labor under this scheme would in turn 
build new machinery and buy new sup- 


in little ways as well as bigger 


plies so as to increase employment.” 


ca ° . . ‘ 
sar tn the tn ret iin wei ag Mr. Allis’ belief coincided so com- 
ones. well-being contributes to the well-being of Wisconsin. They share 


the burdens y state taxation. 


“Wisconsin distributors play 
a secondary, but essential part that, sharer 
in the industrial structure and 
functions of the state. Their 
well-being contributes to the 


consin sanufecturers or t 


well-being of Wisconsin. They Very truly yours, 


THE WESTERN ION STORFS CO. 


share the burdens of state tax- 


Therefore, it would sees proper enough to point out 
er pecan rote By equipment ant sup 

from this rehabilitation drive might well rey placed direct with Fis- 
Hsconsin distributors. manner 
Fill you not give this aspect consi¢erstion, net only 


tn soapesh to pone com gueeee on guecgective neste, Del Glas Se “We very heartily agree with the point 


connectios with this whole organized sovemcnt? 


pletely with our own that I replied 
nen Lo patat od to him immediately in the following 


of view brought out so well in your 
letter of October 12 
“You are absolutely right that this re- 


ation. Gio. BQsxro habilitation campaign would be com- 
“Therefore, it would seem c.Facurth President paratively ineffective if the basic idea 
proper to potnt out that, wher- 


ever practicable, equipment and 
supply orders resulting from 








were not put to work all along the line. 
“You may be sure that we shall re- 
order at least to the extent of the or- 








this rehabilitation drive might 
well be placed with Wisconsin 
manufacturers or through Wis- 
consin distributors 

“Will you not give this aspect consideration, not only in 
respect to your own present or prospective needs, but also in 
connection with this whole organized movement?” 


HIS letter went to about 25 concerns. They were indi- 

vidually typed, and copies were mailed to the purchas- 
ing agents of these companies along with the following letter 
addressed to them: 


“Enclosed you will find a copy of a letter to Mr. Falk, con- 
gratulating him on the fact that your company, through him, 
ts lining up behind the national campaign for bringing plant 
equipment up to date in anticipation of business revival. 

“You will see that we have ventured to say a good word 
for Wisconsin distributors generally, and also for Wisconsin 
manufacturers of industrial cquipment and supplies, in con- 
nection with any orders that may be placed. 

“We are asking no special advantage for ourselves. As dis- 
tributors, we naturally feel that as much of this prospective 
business as can be placed to advantage in Wisconsin, all things 
considered, should be kept at home. Our main hope is that 
those who are planning this movement will give due consid- 
eration to all of us in this state who are in a position to serve 
Wisconsin industries in such modernization work. 

“We trust that in connection with whatever orders you may 
have to place as a result, your purchasing department will give 
particular attention to Wisconsin suppliers; also that you will 
realize whatever business can be kept in this state—with justice 
to your own company—will make it easier for all of us to 
meet the state’s needs and demands this coming winter. 

“The Western Iron Stores Company does not want anything 
tt does not deserve. If other Wisconsin distributors can serve 
you better, they should have the business. But we would ask 
you to remember that many of the leading manufacturers of 
industrial equipment and supplies are represented by Wisconsin 
distributors, and that orders placed through the latter—now 
and always—help to pay Wisconsin taxes and to put and keep 
Wisconsin men and women at work.” 


JANUARY, 1933 


This letter was mailed to industrial users who 
had stated their intention of modernizing. 


ders we receive as a result of this or- 
ganized drive. As a matter of fact, we 
have already been sufficiently alive to 
this reasoning in the past to go even 
further and we may find it possible to do the same thing again. 
“On November 1, 1930, we sent out a general letter offering 
double any orders received by us, in an effort to relieve 
unemployment and to stimulate industrial activity. 

“A paragraph in this letter read as follows: 

“Tf you will fill up your bins with stock to meet your needs 
for the next 60 days and will ascertain these needs at once 
and send us your order on November 10, we will tabulate all 
material ordered on that date and, on the following day double 
the amount purchased by you and send in our order for this 
doubled amount to our factories. 

“We received some very nice business as a result of this 
rs and strictly adhered in every respect to the program out- 
ined. 

“Of course, it might have been embarrassing if we had been 
swamped with orders, but that did not happen then and is not 
likely to happen now. 

“Whatever we may decide to do at this period, we shall 
certainly go at least as far as your suggestion, and furthermore 
will appeal to our manufacturers to do the same.” 


T first reading, the proposition outlined in the sixth par- 
agraph of the above letter might sound hazardous, but 
with stocks as low as they are now might it not be equally 
sound business to offer to double the amount purchased by 
your customers as to suggest to them that they put their 
plants in order for increased production? Of course, if 
each customer suddenly decided to order the same items 
it would be highly disastrous, but fortunately, the law of 
averages works here as everywhere... This plan was used 
by us about two years ago and I recall that we were well 
satisfied with the business it produced. 
Another interesting letter came from George S. Parker, 
president, The Parker Pen Company, Janesville, Wiscon- 
sin. It read as follows: (Please turn to following page) 
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“T have noted with interest your good letter of the twelfth. 
“Personally, I would like to see all of the business that ts 
generated by this industrial rehabilitation plan placed in Wis- 
consin, if possible, but, at the same time, I think that the plan 
is much larger than Wisconsin, as it is national in its scope. 
“The main thing ts to get people to spend their money, 
whether it is spent for machinery that is manufactured in 
Cleveland, Pittsburgh or Milwaukee. 
‘Tf there is any business that I can consistently turn toward 
you, I certainly will be happy to do it.” 

I did not want Mr. Parker to feel that we had an entirely 
selfish interest in this plan, so I replied: 

“Thank you for yours of the thirteenth with reference to 
our suggestion that it would help the situation in Wisconsin if 
manufacturers in this state would take special pains to place 
equipment and supply orders re sulting from thts rehabilitation 
drive with Wisconsin suppliers.” 

“We can assure you that we are 
this movement merely from the sectional angle. 
have sent some material to the magazine, MILL SupPLiEs, sug- 
gesting that distributors in other sections do the same thing. 

“We do not wish to lose sight for a moment of the fact that 
this is a@ national campaign, and we consider it improper for 
anyone to try to take undue advantage of it. At the same 
time, it is necessarily being organized along sectional lines, and 
if we can give any special incentives to those in each state or 
federal reserve district to push it, that would seem to be sound 
practice. 

“In the very nature of things, any distributor represents 
many manufacture rs outside of his own territory, so that the 
business would be spread widely in any case. The best manu- 
facturers of equipment and supplics will eventually get most 
of the business anyhow, as they should. 

“All that we suggest is that in placing it, in each territory, 
the inter-dependent interests of that particular territory might 
well be considered so far as they could be justifiably taken 
into account.” 

We received many other interesting letters from Wiscon- 
sin industrial leaders, a few of which are reproduced on 
this page. 

In addition to the letters to the presidents and purchasing 
agents of Wisconsin industrial plants which are actively 
identified with the rehabilitation campaign, we also planned 
to send a general multigraphed and filled-in letter covering 
the main points brought out in the personal letters to the 
purchasing agents of all the present and prospective accounts 
on our books. It was later decided, however, to send this 
message through our house magazine. This message read 
as follows: 

“Doubtless your company has been or soon will be called on 
in connection with the plant modernization campaign of the 
National Committee on Industrial Rehabilitation. 

We assume that you will fall in line to whatever extent 
you may consider justified in your own case. If so, you will 
be placing orders for new equipment and additional supplies. 


look upon 
In fact, we 


trying not to 





CUTLER: “HAMMER 


S. tad Van anpany 


“This is not a plea, direct or disguised, for any special ad- 
vantage for ourselves. But, as distributors, Wisconsin distrib- 
utors, we naturally feel that as much of this prospective busi- 
ness as can be placed to advantage in Wisconsin, all things 
considered, should be kept at home. 

“The Western Iron Stores Company does not want anything 
it does not deserve. If other Wisconsin distributors can serve 
you better, they should have the business. But we would ask 
you to remember that many of the leading manufacturers of 
industrial equipment and supplies are represented by Wiscon- 
sin distributors, and that orders placed through the latter, now 
and always, help to pay Wisconsin taxes and to put and keep 
Wisconsin men and women at work. 

“We trust, therefore, that you will give particular attention 
to Wisconsin suppliers, including not only distributors, but 
manufacturers as well; also that you will realize that what- 
ever business can be kept in the state, with justice to your own 
company, will make it easier for all of us to meet Wisconsin 
needs and demands this coming winter.” 

The third group of letters went out to the Wisconsin 
Manufacturers’ Association, the Milwaukee Association of 
Commerce, and to commercial bodies in other important in- 
dustrial centers in the state such as Janesville, Neenah, 
Green Bay, Manitowoc, Fort Atkinson, Superior, Beloit, 
Kenosha, La Crosse, Oshkosh, Racine, Sheboygan, and 
Waukesha. Each letter was individually typed and read as 
follows: 

“A. W. Robertson, chairman of the board of Westinghouse, 
and chairman of the National Committee on Industrial Re- 
habilitation, says that 50% of our machinery is obsolete. Also, 
he states that ‘Business is basically justified in spending money 
now for rehabilitation and modernization.’ Again, he points 
out, ‘expenditures for equipment, machinery and plant facil- 
ities have dropped from an average normal outlay of $5,000,000,- 
000 to a yearly total of $1,200,000,000. This falling off con- 
stitutes one of the major factors contributing to the paralysis 
which besets American industry, 

“These aspects of the nation-wide campatgn will doubtless 
be brought to the attention of your industrial members through 
the work of Mr. Robertson's sub-committees. But here is a 
matter, closely related, which we trust you will pass on to them 
for what it may be worth. 

“To whatever extent the industries in your territory fall in 
line with this movement, they will be ordering more or less 
from manufacturers and distributors of industrial equipment 
and supplies. It would be utterly out of place for us to put in 
a special claim for any of this business. But it seems perfectly 
proper to call the attention of industrial executives in this 

(Continued on page 24) 














A few of the replies received from industrial leaders in response to Mr. Curtis’ letter urging that distributors be given 
consideration on purchases for modernization purposes. 
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‘“*‘Not 49-51 but 


90-50 


is the ideal basis 
Of loyalty between 
a manufacturer and 
his distributors,’ 
says ‘*‘Pete’’ Boylan, 
Sales Manager of 
The W. M. Pattison 
Supply Company of 
Cleveland. 


“_--- and when IT say LOYALTY,” continued “Pete” 
“IT believe it sounds the keynote of a successful relation- 
ship between manufacturer and distributor. 


“As a bowling enthusiast, | may say that Osborn’s 
TEN points of policy set the pins up in the right 
position. You know where they stand. 


“If an Osborn Distributor and his team of Salesmen 
can’t roll up a real brush sales score in 1933 with the 
Osborn set-up, don’t blame the pins!” 


PRODUCTION BRUSHES SSBORN MAINTENANCE BRUSHES 


FOR ALL REQUIREMENTS 71, Mork of Better Brush Service FOR ALL REQUIREMENTS 
































“Modern Business 


Needs 
the Distributor” 


Says 


Fred W. Sargent 


President, 


Chicago and North Western Railway 


N these days, every agency of business is 
under scrutiny as to its real value in ex- 
pediting the change of products. This 

scrutiny appraises the industrial distributor 
as a distinct ally to modern business. 

As consumers become aware that they may 
depend upon distributors for industrial sup- 
plies, they may reduce their own stocks at a 
saving. This tends to obviate the accumula- 
tion of unnecessary supplies; and being con- 
centrated with the distributor, manufacturers 
may obtain a better knowledge of reserve 
supplies which assists materially in enabling 
them to adjust their production to the needs 
of the market. 

Many items of industrial 


supplies are, 





The fifth of a series of statements by 
industrial leaders concerning the eco- 
nomic importance of the distributor 
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Fred W. Sargent is not only one of the country’s 
outstanding industrial leaders, but a recognized au- 
thority on economic problems as well. 


from their very nature, required only occa- 
sionally or in emergencies, which makes it 
difficult for the individual user to anticipate 
his requirements. Under such circumstances, 
a central supply available to all consumers 
has a distinct value. To be a successful dis- 
tributor then, requires an intimate knowledge 
of the needs of his customers. To master the 
technical information pertaining to the re- 
quirements of a multitude of industrial 
plants is a real achievement and to supply 
their needs as they arise requires more than 
ordinary ability. Prompt delivery on call is 
a primary requirement for the success of such 
operations. 

Our railroads hold out prompt service for 
heavy articles by freight, and for emergency 
shipments and valuables by express. Over- 
night service is growing in all directions from 
our principal markets and this is increasing 
the opportunities of the distributor and en- 
hancing the value of his service. The utiliza- 
tion of the means of communication and 
transportation to their fullest extent is a 
primary element in the success of every 
agency of business. 
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A New Year’s Resolution 
()': new year's resolution which dis- 


tributors seem determined to make is 

to represent only those manufacturers 
who have national sales policies recognizing 
the distributor as the logical outlet for their 
products. It’s a worthy resolution and if 
lived up to by a sufficient number of distribu- 
tors will be very helpful in stabilizing 
markets. 

Too often, in the past, manufacturers have 
been able to secure the cooperation of dis- 
tributors in certain territories, even though 
their sales tactics in other localities, where 
they had no distributing connections, made 
it dificult for distributors there to sell at a 
profit. 


The growing realization on the part of dis- 
tributors that, to a certain extent, each is his 
brother's keeper will help to eliminate many 
uneconomic practices. 

Mitt Suppuies has pointed out many 
times in the past that it’s good sense for any 
distributor to make sure that his sources of 
supply really stand up for distributors na- 
tionally. Hence, we are glad to note the 
activity of the National Association in this 
direction. Its most recent effort to encour- 
age intelligent action on the part of individ- 
ual distributors was to furnish its members 
with a form to use in obtaining definite state- 
ments from manufacturers concerning their 
policies. Included among the questions asked 
on this form are the following: 

“1. Is the line sold exclusively through the 
distributor? 

“2. How are direct orders and inquiries 
handled? 

“3. If direct orders are accepted, on what 
price basis? 


“4. Does the distributor receive credit on 
direct sales? 


“5. Is the right reserved to sell direct to 
any special accounts? 

“6. What other local or nearby distribu- 
tors handle the line? 


"7, Is a resale price suggested? 


“8. What effort is made to secure the 
observance of the resale price? 

“9. What territorial arrangements or pro- 
tection is offered? 

“10. Are sales made to non-stock carry- 
ing distributors? If so, on what basis? 

“11. What sales assistance is provided?” 

In addition to the above, of course, space 
is provided on the form for information con- 
cerning profit margins allowed, terms, cash 
discount, freight allowances, and protection 
against price declines. 

When manufacturers put in writing their 
answers to these questions, the distributor 
should have a good idea as to whether or not 
they are deserving of his support. 

While commending highly this forward 
step toward getting the policies of more man- 
ufacturers out in the open, Mitt SupPLigs 
is not unmindful of the fact that manufac- 
turers who are willing to cooperate in this 
manner have a right to expect distributors 
to go on record as to their buying policies. 
Is not this something for distributors to 


think about? 


Looking Ahead 


OST of us probably shed no tears at 
the passing of 1932. It was one of 


the most trying periods in the coun- 
try’s history. And while 1933 at the outset 
indicates no drastic upturn in business activ- 
ity, yet there seems to be a more optimistic 
spirit and a feeling of confidence that better 
times are on the way. 

A recent survey made by the National 
Conference of Business Paper Editors, cover- 
ing every major industry, predicts a slight 
upturn during the first quarter. 

Roy D. Chapin, Secretary of Commerce, 
in a recent statement, points to the following 
encouraging business signs: “Hysterical, pan- 
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icky pessimism has been replaced by a more 
American attitude. There is a keen receptiv- 
ity to soundly constructive proposals. Intel- 
lectually, as a nation, we are better equipped 
than we were in the beginning of 1932 to 
proceed with our vital task of reducing the 
costs of production and distribution on the 
one hand and, on the other, of building up 
the earning power of our great domestic 
market. In this work, we are encouraged by 
the knowledge of the enormous ‘back-log’ we 
possess in the form of reserves in our banks 
and insurance companies, and a popular de- 
sire for all kinds of commodities such as exists 
nowhere else in the world.” 


Elsewhere in his statement, Mr. Chapin 
refers to the “capital goods” market, that 
which most directly concerns the supply in- 
dustry, pointing out that a considerable 
amount of industrial equipment has become 
obsolete and that industrial users are thor- 
oughly aware of the desirability of replacing 
it. Just how important a market has been 
created for the industrial distributor as a re- 
sult of the concerted rehabilitation drive is 
indicated in the article on page 12. Another 
article appearing on page 14 tells how one 
distributor has capitalized on this campaign. 

Thus, while there is still considerable un- 
certainty as to the business outlook, there are 
many hopeful signs for the enterprising dis- 
tributor. The fellow who has the courage 
and foresight to carry on has good reason to 
expect that 1933 will be the happiest new 
year he has experienced since the good old 
days of prosperity. 


XK 


Sales Ammunition 


OR five months now, Mitt Supp ies 

has been publishing statements of out- 

standing industrialists concerning the 
economic importance of the distributor. To 
date, there have appeared endorsements of 
the distributor by General Falk, chairman, 
AllisChalmers Manufacturing Company; 
Charles S. Pearce, president, Colgate-Palm- 
olive-Peet Company; Ludington Patton, vice- 
president, Pittsburgh Plate Glass Company; 
N. G. Symonds, vice-president, Westing- 
house Electric and Manufacturing Company; 
and Fred W. Sargent, president Chicago 


and North Western Railway. Future issues 
will carry statements from other leaders. 


When men of this caliber state their sin- 
cere belief in the fact that American indus 
try needs the distributor, it takes the wind 
out of the sails of short-sighted critics who 
assert that the distributor is slipping or that 
his days are numbered. 


Some distributors are making practical use 
of these statements in their every-day selling. 
Important names very frequently will go a 
long way towards convincing a skeptical 
buyer. If you're not already using this mate- 
rial, you're passing up a mighty effective sales 


weapon. 


“Buy Amertcan”’ 
, ‘HERE'S a growing sentiment through- 


out the country to insist on “American 

Made” merchandise. “Buy American” 
movements are springing up everywhere. A 
new organization, “The Made in America 
Club,’ has been incorporated in Illinois by a 
group of manufacturers to launch a national 
campaign to stimulate American business and 
put some of our jobless back to work. It 
aims not to discriminate against foreign-made 
merchandise but rather to favor the use of 
American-made goods wherever possible. 

C. I. Johnson, vice-president and general 
manager of the Nestor Johnson Manufactur- 
ing Company, originator of this plan, says: 

“If the average America could realize that 
one single purchase of a competitive foreign 
product could start a chain of events leading 
up to throwing an American workman out 
of a job, he would hesitate before making 
such a purchase, particularly now when our 
own employment conditions are so unsatis- 
factory.” 

Hibbard, Spercer, Bartlett and Company, 
Chicago distributor, is actively supporting 
the “Buy American” movement, as is pointed 
out on page 41 of this issue. The Hardware 
and Supply Company, Akron, Ohio, also is 
behind the idea. No doubt other distribu- 
tors, too, are taking up the cudgels. 

The “Buy American” campaign deserves 
the thoughtful consideration of members of 
this great industry. 
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(Continued from page 16) 


state to the fact that, in so far as they can do so with justice 
to their own companies, it would seem desirable that they 
should buy from Wisconsin manufacturers and distributors. 

“The Western Iron Stores Company does not ask nor want 
anything it does not deserve. If other Wisconsin distributors 
can serve our industries better than we, they should have the 
business. But we would ask your industrial members to re- 
member that many of the nation’s leading manufacturers of 
industrial equipment and supplies are represented by Wiscon- 
sin distributors, and that orders placed through the latter— 
now and always—help to pay Wisconsin taxes and to put and 
keep Wisconsin men and women at work. 

“We trust, therefore, that they will give particular attention 
to Wisconsin suppliers, including not only distributors but also 
manufacturers and that they will realize whatever business can 
be kept in this state, in fairness to their established sources of 
supply, will make tt easter for all of us to meet Wisconsin's 
needs and demands this coming winter.” 


E are perfectly willing to have other distributors use 

the letters reproduced here; in fact, capitalizing on this 
rehabilitation campaign is going to require intensive sales 
effort nationally, and we hope to learn of distributors in 
other states who have worked out an even stronger plan of 
action than ours. Any individual or any company following 
through on a sound and logical tie-up can afford to let the 
results “come to roost” wherever they will. 

Our salesmen were given copies of all these letters so 
that they could follow them up intelligently. They are trying 
to get their customers to schedule certain repairs for this 
month, others for next, and so on, on the basis that it costs 
less now and will interfere little with routine production. 
They are convinced that this is not a mere emergency drive. 
It goes to the very root of industrial efficiency. 

About two months ago we moved into a larger building. 
With its modern layout and its possibilities for expansion, 
our salesmen can explain that we are not simply preaching 
rehabilitation, but are putting it into practice ourselves. For 
a small company, we have spent considerable money on 
modernization. 

We recently undertook the establishment of a “Research 
Laboratory.” It is proving especially valuable in developing 
ideas that will aid in this rehabilitation campaign. Manu- 
facturers have their research laboratories, why not the dis- 
tributor? It so happens that our research expert has dis- 
covered more about our business in two months than most 
of us have absorbed in two decades. The other day he 
asked me why I was in the mill supply business. I am still 
thinking of an answer. But do not let me give you the 
impression that he does nothing but propound riddles. Ques- 
tions are asked only so we may be able to separate our real 
problems from synthetic ones, and so that we may never 
lose sight of the ultimate end we are trying to accomplish. 
Not a single magazine or newspaper article of interest is 
allowed to escape our attention. If a distributor in Minne- 
apolis has a good plan for solving the return-goods problem, 
we are told about it. If the newspapers report that Cudahy 
Brothers are planning to spend $110,000 on rehabilitation, 
the information is in our salesmen’s hands before the ink 
on that newspaper is dry! This expert does nothing all day 
long but garner ideas that may make or save profits. Of 
course, he edits the monthly “magazette” which goes to our 
customers, and helps to put punch into our sales letters, 
but his major function is to do some quiet thinking for us. 
Often a man who is not connected with the details of man- 
agement, a man who can stand off from the picture and 
study it disinterestedly can get the truest perspective. The 
rest of us, it seems, cannot see the forest for the trees. 

Several of my acquaintances have questioned the advisa- 
bility of inaugurating a “Research Department” now when 
sales expense is already out of proportion. This same ques- 
tion occurred to me before we took the step, but my answer 
was, now is the time to think and plan. Later on, we won't 
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have the time. We'll be glad, then, to borrow on this store- 
room of ideas. Why wait for the other fellow to take the 
first step. 

Speaking of first steps, I should like to tell you about 12 
letters which we sent out to 12 selected distributors in 
various parts of the United States. These distributors were 
selected because they have a reputation for aggres- 
siveness. They were “live wires,” all of them. The pur- 
pose of our letter was to find out if they would be inter- 
ested in sending our “magazette” to their customers, chang- 
ing the first and last pages to fit their individual views. I 
wish you might have read the replies to these letters with 
me. They were all cut from the same dismal pattern. I 
realize only too well what these men have been up against. 
I sympathize with them and would not criticize them for 
the world. But I can say that the unanimity with which 
they assured me that they were “sitting tight” only served 
to convince me still more strongly that we were on the right 
track. I felt that if these letters represented a typical cross- 
section of distributors’ thinking today, then we and any 
other distributor who feels as we do has the chance of a 
lifetime. We have all been waiting for the other fellow 
and as long as we continue to wait, you may be sure that 
business will remain inactive. 

I am of the belief that the distributor should make the 
first move. He has stood the test of the last two or three 
years. The tide is in his favor today as never before, and 
the industrial world recognizes that fact. Three years ago, 
industry felt that the time was coming when it could easily 
get along without the distributor. Now, industry realizes 
that the end links of a chain cannot get along without that 
middle link. There must be something to bridge the wide 
and permanent gulf between the manufacturer and the con- 
sumer. If distributors hadn’t volunteered to build that 
bridge, at their own expense, either one of two things would 
have had to happen. 


1. Consumers would have been obliged to band together 
at their own end. They would have had to pay experts to 
make a searching comparative study of all the lines in any 
field, stocked convenient warehouses, and set up display 
rooms at their own expense. 

2. Or manufacturers, singly or in cooperation, would have 
had to employ many more salesmen to call directly on con- 
sumers, established many warehouses and opened many 
stores. 


HE middle-link function of the distributor is absolutely 

necessary for efficiency. It is economically reasonable 
and altogether justifiable. Any satisfactory substitute, even 
if it could be found, would cost just as much, and probably 
more. 

Where would “hand-to-mouth” buying of industrial sup- 
plies have been without a handy middleman? 

The Joint Merchandising Committee brings this out by 
saying : “Distribution costs cannot be eliminated. When they 
are not carried by distributors, they must be assumed by 
users or manufacturers, or both.” 

Convinced of the economic necessity of the distributor, 
why wait for someone else to take the first step to put your 
business on its feet! 

Anyway, according to an old-timer down south, the de- 
pression is over. No less an established periodical than 
the Saturday Evening Post prints his views. He claims to 
have his own infallible yardstick for measuring hard times. 
They always last, he declares, just long enough for him to 
wear out two pairs of pants. When recently asked how 
long this depression had lasted, on that scale, he replied 
“Well, I’ve done wore out one pair completely, and the sec- 
ond pair is getting so thin that if I was to sit down on a 
dime, I could tell whether she was lying heads up or tails up.” 
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Se re 
IN THE SPOTLIGHT 


Wherever there is pipework to 
be done, Williams “Vulcan 
Superior” Vise is in the spot- 
light. New in design, it is small, 
compact and light yet unbreak- 
able—wholly made of tough 
wrought steel with drop-forged 
base, jaws, handle and chain- 
arm. 


“Vulcan Superior” has the han- 
dle on top—more convenient, 
quicker and easier to operate. 
Jaws are reversible, providing 
double the usual wearing sur- 
face. ... Capacity is greater— 
“Vulcan Superior” takes pipe 
one-half inch larger than cor- 
responding sizes in other vises. 


Two sizes: No. 11 for pipe 4s 
to 22 inches. No. 12 for pipe 
Y4 to 42 inches. Supplied in 
two styles of finish: Chrome- 
plated; standard, with orange 
panel in jaw. 


There is a ready market for this 
better vise among your present 
customers. Ask for literature 
and prices. 


J. H. WiLLIAMS & CO. 
“The Drop- Forging People” 
75 SPRING ST. NEW YORK 


\ st OROP- FORGED TOUS 


VULCAN 
SUPERIOR 
CHAIN PIPE VISE BUY FROM YOUR DISTRIBUTOR 


CHICAGO. -- WORKS, BUFFALO, N. Y. 








(Continued from page 11) 

Naturally, we pointed out that this change could be 
made more easily now before the plant was operating 
at peak capacity, and meanwhile it could be enjoying 
reduced cost of maintenance; reduced cost of operation 
(power consumption is less) ; and increased production 
(because of speed being maintained). 

When the sale was finally closed, it included not only 
the motor generators for converting the current, but 
also several portable grinders and drills. As the ad- 
vantage of the new 
tools becomes more 
and more obvious, we 
will probably sell the 
plant additional drills 
as well as tappers and 
other tools. In fact 
these constitute the 
real profit of promot- 
ing the change from 
60 cycle to 180. Some- 
times, the original 
sale of a power unit 
does not net us much 
profit, but the follow- 
up sales of high-cycle 
tools make it worth- 
while. 

We are now study- 
ing our territory to 
line up other pros- 
pects whose production warrants 
the use of high-cycle tools. The 
wood-working industry and the 
manufacturers of automobiles 
and machine tools, in fact every 
plant where tools are used in 
any quantity should be likely 
prospects. Approximately 90% 
of the industrial plants are 
equipped with only 60 cycle 
A.C. Obviously the surface has 
not been scratched when it 
comes to high-cycle tools. 

Where plants are equipped at 
25, 30, 40, 50, or 60 cycle a.c., 
and cannot use 10 or more elec- 
tri¢- ‘tools, we do not talk high- 
cycle at all. Instead, there is the 
whole field of universal tools on 
which to concentrate. Take elec- 
tric drills, for example. In the 
general trend toward moderniz- 


Idea Now 


ization. 


modernization.” 


ing the plant, electric tools can be sold as an aid in 
revamping heating equipment. Oftentimes, the user 
may need a drill bit or a wood auger or a hole saw large 
enough to drill through floors or walls to permit the 
installation of steam pipes. The largest sizes of electric 
drills are sufficiently powerful to drive a wood auger 
several times larger in size than the ordinary drill 
capacity of that drill in steel. 

Where the plant is drilling in metal, a Tungsten steel 
hole saw can be recommended because it cuts large holes 
very quickly. Of course in addition to metal, it will 
also cut wood fibre, steel, or any material that a hack- 
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Sell the Modernization 


“Don’t wait until business recov- 
ery is too far along to talk modern- 
Then buyers and plant 
executives will be so busy maintain- 
ing the day’s production schedule 
that rearrangements and improve- 
ments will have to be postponed. 
Six months from now, I hope none 
of us will be saying, ‘If I had only 
used my time when I had it.’ Now 
is the time to talk, think and sell 





Spray painting is economical and efficient. 


saw blade will cut. Another timely use for electric drills 
is for drilling holes in steel beams for hanging line 
shafting. 

When plant layouts are changed, electric drills can 
often be sold for the drilling of holes to anchor ma- 
chines, if the floor is of any material besides concrete 
or steel. If the floor is of concrete, you can suggest 
an electric hammer for inserting expansion bolts or 
shields to anchor the machines. Where there are wood- 
block floors, lag screws can be used. If the change in 
layout is a sizable job, an electric nut driver 
is a valuable time saver in driving screws 
or bolts to fasten down the machinery. 

Electric saws are almost indispensable in 
revamping the plant. Industrial users who 
have a large export trade constitute another 
outlet for electric saws. Their shipping de- 
partments will readily appreciate the time- 
saving advantages and the greater accuracy 
obtained with an electric saw for the box- 
ing of materials for export. 

In preparing for normal production, the 
forward-looking plant will probably be in 
the market for several six-inch bench 
grinders. Today, users are finding it more 
economical to spot them around the plant 
so workers can sharpen their tools quickly 
rather than lose a lot of time walking clear 
across the plant to the tool room. 

As radio, refrigerator, 
furniture and body 
plants, in fact any plant 
where small screws are 
driven, step up their 
production, it would be 
well to develop an inter- 
esting presentation of 
the adjustable clutch 
screw driver. Showing 
how the adjustable clutch 
permits the driving pres- 
sure to be released at a 
predetermined point 
makes an_ interesting 
demonstration. The ad- 
vantage of the adjust- 
able clutch is that it pre- 
vents the stripping of 
screws, breaking of 
screw heads, and assures 
driving the screw ex- 
actly to the point 
wanted. For any of 
your accounts that use screws, bolts, or nuts in any 
quantity, screw drivers and nut runners are of course 
available in larger sizes. 

Furniture and radio factories, bookbinders, and so 
on should also be prospects for anywhere from 1 to 20 
or even more electric glue pots, depending on the out- 
put of the plant. Thermostatic control keeps the glue 
at a constant temperature, an important factor, because 
if the glue is too hot or too cold, the adhesive proper- 
ties are reduced proportionately. It is surprising how 
many industrial users are still struggling along with 
salamanders or other heating (Continued on page 60) 
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eMosf RIGID TESTING 


never got away from them 


Nicholson Files have been a part of 
America’s industrial life for many 
years. They were accepted as a stan- 
dard of quality when no American 
workman dreamed of owning an 
automobile because the possibility 
of the automobile never entered his 
imagination. They remained a stan- 
dard of quality when there was at 
least one carin every garage and they 
are still the standard of quality when 
every dollar spent for equip- 
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Nicholson Files are made on these 
fundamentals; the best raw mater- 
ial, the most scientific and speci- 
alized processes of manufacture, 
the most rigid possible testing 
and inspecting. 


On these fundamentals rest the 
manufacturing and selling policies 
of the Nicholson File Company. We 
believe that these policies will con- 

tinue to bring profitable busi- 


ment must get a hundred cents SSe% ness to you. Nicholson File Com- 


worth of value—and then some. Y 


_— pany, Providence, R. I., U. S. A. 


Genuine 
NICHOLSON FILES 


FILE FOR 


EVERY 
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Organized to 


SERVE INDUSTRY’S NEEDS 


ITUATED in more than a hundred indus- 

trial supply centers all over the United 
States are the well-known and responsible 
houses which serve as Distributors of 
Goodyear Mechanical Rubber Goods. 


Their names are established in the territo- 
ries which they supply even as Goodyear’s 
good name is established. Many of them 
have been identified with their commu- 
nities for scores of years. 


Goodyear takes a justifiable pride in this 
serviceable association. 


All these Goodyear Mechanical Rubber 
Goods Distributors perform a valuable 
function for the industry of their sections. 
They are sources of ready supply and 
genuine service on Goodyear Mechanical 
Rubber Goods. 


Their stocks of rubber goods for indus- 
trial use are the world-famous, mill-proved 
belts, hose and_ packing, scientifically 
specified to particular industrial require- 
ments by the G.T. M.— Goodyear Techni- 
cal Man —and properly constructed of 
highest quality materials by the manu- 
facturer who has won the proud title of 
“the greatest name in rubber.” 


The Goodyear Mechanical Rubber Goods 





B BELTS 
MOLDED GOODS 
HOSE 


SHEET PACKING 


Distributor in every community has an 
unrivalled opportunity to profit from sales 
of Goodyear Mechanical Rubber Goods. 


He has the right line. 
He has the advantage of a complete line. 


He benefits from the consistent, vigorous 
advertising of Goodyear Mechanical Rub- 
ber Goods in both national and key in- 
dustry publications. 


He benefits from Goodyear Business- 
Building Helps especially designed for his 
sales and service promotion. 


He is backed by the informed and expert 
service-sales work of the G.T. M. 


He is the Distributor of Mechanical Rub- 
ber Goods for Goodyear —“The Greatest 
Name in Rubber.” 


A very profitable opportunity 
may be open to you in your 
community as a Goodyear 
Mechanical Rubber Goods 
Distributor. Why not in- 
quire? Address your inquiry 
to Goodyear, Akron. Ohio. 
or Los Angeles, California 


— 
= 
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GOODYEAR MECHANICAL RUBBER GOODS DISTRIBUTORS 





Akron, Ohio 

Manufacturers Rubber & Sup. Co. 
Albuquerque, N. Mex. 

J. Korber Co. 
Amarillo, Texas 

Morrow-Thomas Hdwe. Co. 
Atlanta, Ga. 

Sharp-Zachry-Horsey Co. 
Baker, Oregon 

Basche-Sage Hdwe. Co. 
Baltimore, Md. 

Carey Machinery & Supply Co. 
Bay City, Mich. 

Jennison Hdwe. Co. 
Birmingham, Ala. 

Moore Handley Hdwe. Co. 
Bluefield, W. Va. 

Bluefield Supply Co. 
Boston, Mass. 

Lewis E. Tracy Co. 
Breckenridge, Texas 

Dunnigan Tool & Supply Co. 
Bridgeport, Conn. 

Hunter & Havens 
Buffalo, N. Y. 

J. A. Webb Belting Co. 
Butte, Mont. 

Hall Perry Machine Co. 
Charleston, W. Va. 

Capital City Supply Co. 
Charlotte, N. C. 

Textile Mill Supply Co. 
Chattanooga, Tenn. 

Mills & Lupton Supply Co. 
Chicago, IIl. 

H. Channon Co. 
Cleveland, Ohio 

Wm. Bingham Company 
Columbia, S. C. 

Tidewater Supply Co. 
Corsicana, Tex. 

Oil City Iron Works 
Dallas, Texas, Murray Company 
Dayton, Ohio, Klinger-Dills Co. 
Des Moines, Ia. 

Globe Machinery & Supply Co. 
Duluth, Minn. 

Marshall-Wells Co. 
Durango, Colo. 

Graham Hardware Co. 
Eldorado, Ark. 

Eldorado F’dry & Mach. Sup. Co. 
Eugene, Ore. 

Oregon Machinery Co. 
Everett, Wash. 

Lloyd Company 
Gastonia, N. C. 

Gastonia Supply Co. 
Grand Junction, Colo. 

Biggs Kurtz Hdwe. Co. 
Grand Rapids, Mich. 

Hayden Supply Co. 
Great Falls, Mont. 

Strong-Scott Mfg. Co. 








Green Bay, Wisc. 

Morley Murphy Co. 
Harlan, Ky. 

McComb Supply Co. 
Hazleton, Pa. 

Rubber Service Co. 
Holyoke, Mass. 

J. Russell & Co. 
Honolulu, T. H. 

American Factors Ltd. 
Hopkinsville, Ky. 

Cayce Mill Supply Co. 
Houghton, Mich. 

I. E. Swift & Co. 
Houston, Tex. 

Rose Hoskins Supply Co. 
Indianapolis, Ind. 


Indianapolis Belting & Supply Co. 


Jackson, Miss. 


Mississippi Foundry & Mach. Co. 


Jellico, Tenn. 

McComb Supply Co. 
Kansas City, Mo. 

Gustin Bacon Mfg. Co. 
Kingston, N. Y. 

Ulster Foundry Corp. 
Klamath Falls, Ore. 

Klamath Mach. & Loco. Works 
Laurel, Miss. 

Laurel Mach. & Foundry Co. 
Lockport, N. Y., Ward Bros. 
Macon, Ga. 


Taylor Iron Works & Supply Co. 


Marshfield, Ore. 

A. B. Daly Co. 
Miami, Fla. 

Railey-Milam Co. 
Muskegon, Mich. 

Lake Shore Machinery Co. 
Nashville, Tenn. 

John Bouchard Sons Co. 
Newark, N. J. 

Meier-Andres Belting Co. 
New Britain, Conn. 

Rackcliffe Bros. Co., Inc. 
New Haven, Conn. 

Page, Steele & Flagg Co. 
New Orleans, La. 

Dixie Mill Supply Co. 

Stauffer-Eshleman Co., Ltd. 
New York, N. Y. 

Defiance Rubber Co. 
Norfolk, Va. 

Tidewater Supply Co. 
Okanoga, Wash. 

C. E. Blackwell Co. 
Omaha, Nebr. 


Interstate Machinery & Supply Co. 


Owensboro, Ky. 

Wright Machine Co. 
Paducah, Ky. 

Henry A. Petter Supply Co. 
Pensacola, Fla. 

Pensacola Tool & Supply Corp. 
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Philadelphia, Pa. 

Chas. Bond Co. 
Phoenix, Ariz. 

O. S. Stapley Hdwe. Co. 
Picher, Okla. 

Consolidated Mine Supply Co. 
Pittsburgh, Pa. 

Frick-Reid Supply Corp. 
Pittsburg, Kans. 

General Machine and Supply Co. 
Portland, Ore. 

Marshall-Wells Co. 
Portsmouth, Ohio 

Standard Supply Co. 
Providence, R. I. 

Providence Mill Supply Co. 
Rochester, N. Y. 

Haverstick & Co. 
Rockland, Me. 

Bicknell Manufacturing Co. 
Rome, Ga. 

Battey Machine Co. 
Sacramento, Calif. 

Sacramento Rubber Co. 
St. Johnsbury, Vt. 

Goss Supply Co. 
St. Joseph, Mo. 

Missouri Water & Steam Sup. Co. 
Salisbury, Md. 

R. D. Grier & Sons Co. 
San Diego, Calif. 

Western Metals Supply Co. 
San Jose, Calif. 

San Jose Tire Co. 
Seattle, Wash. 

Marshall-Wells Co. 
Shreveport, La. 

Superior Iron Works 
Spokane, Wash. 

Marshall-Wells Co. 
Springfield, Mass. 

Chas. Millar & Sons Co. 
Springfield, Mo. 

Schweitzer Bros. 
Sulphur, La., Union Supply Co. 
Syracuse, N. Y. 

Syracuse Supply Co. 
Tampa, Fla. 

Knight & Wall Co. 
Terre Haute, Ind. 

Terre Haute Heavy Hdwe. Co. 
Toledo, Ohio 

Bostwick-Braun Co. 
Tulsa, Okla. 

Gustin Bacon Mfg. Co. 
Tyler, Tex. 

Walter Connally Co. 
Waterbury, Vt. 

Cooley Wright Mfg. Co. 
Wausau, Wisc. 

D. J. Murray Co. 
Wenatchee, Wash. 

Wells & Wade, Inc. 
Yakima, Wash. 

Yakima Hardware Co. 
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Putting the Mailing List toWor 
Intelligently, 


HERE is one fundamental of busi- 

ness which we all must recognize 

and from which we cannot escape. 
If we take in more than we pay out, we 
make money. If we pay out more than 
we take in, we lose money. 

When times are “good” we quite fre- 
quently make money even in spite of our loose methods. 
We pat ourselves on the back and point with pride to our 
wonderful acumen and superior business sagacity. 

But when the pinch comes, and more than one of us 
have been “pinched” in the past year or two, and we 
find that we are not quite supermen, but made of com- 
mon clay, many of us are casting about for ways and 
means of keeping the old ship of business on an even 
keel. That most of us are doing this is only because we 
are “working overtime at the pumps” and throwing 
overboard everything we can to lighten the ship in our 
frantic endeavor to keep us afloat and off the rocks 
yawning to scuttle us. 

To “lighten the ship,” some of us have deferred 
issuing that new general catalog. Others have “thrown 
overboard” their house magazines entirely or curtailed 
on the number of issues. Still others have even discon- 
tinued their weekly sales letters, bulletins or price lists. 
And a lot of us are “working at the pumps” with re- 
duced sales forces to make both ends meet. 

What then can we do in the way of systematic adver- 
tising that will prove effective and at the same time be 
inexpensive? The answer is in the intelligent use of the 
mailing list. 

Mailing lists are not naturally “lazy.” They are not 
only willing, but anxious to work. But just as salesmen 
need direction, so must the mailing lists be properly han- 
dled. For, mailing lists are silent salesmen in every 
sense of the word and instead of “sitting around the 
office” collecting cobwebs should be sent out into the 
field to grab the dollars that are there. Put “wings” on 
your mailing lists to bring in the dollars. Do not permit 
“wings” to sprout on the dollars that repose in the mail- 
ing lists and let them fly out the window. 

What are mailing lists? They are not inanimate ob- 
jects. Rather, they represent people, orders, profits. 

Obviously, before we can work the mailing list, we 
must first have one to work. 

Mailing lists are compiled in three ways: 1. From the 
ledger accounts (customers); 2. From the credit-rating 
books (prospects) ; and 3. From such sources as sales- 
men’s reports, records of incorporations, city and state 
directories, news bureau clippings, and perusal of news 
items in city and county papers. 

But, maybe I am getting ahead of my story. Who is 
going to do all this work? Somebody must, assuredly. 
Of course, if a firm has a specialized advertising depart- 
ment these remarks are superfluous. But, over the coun- 
try, there are many firms which do not have a qualified, 
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Inexpensively, 


Profitabl 


No one would hire a sales- 
man and then permit him to 
sit around the office, day in 
and day out, and never do a 
“lick of work.”’ In this article, 
Mr. Cronk shows how the 
“lazy’’ mailing list can be 
put to work, not only profit- 
ably, but at very little cost 


By FRANK S. CRONK 


Frank S. Cronk Company, Denver 


functioning advertising department. What can these 
firms do? The answer is simple. Delegate some one to 
take charge of the mailing list. Even in these times 
when we are “doubling up,” there should be some one 
qualified to devote an hour or two a day to the mailing 
list; a bright stenographer, the president’s secretary, or 
the sale’s manager’s assistant. Whoever is in charge 
should be responsible for keeping the list corrected, addi- 
tions recorded, and outgoing mailings attended to. 

There is nothing complicated about putting the mail- 
ing list to work, but, we must have a plan and then 
work it. 

The first thing to do is to take the ledger accounts 
and record them on cards. The standard 3x5 white 
index cards are satisfactory. Put on these cards the 
name and address of the customer, and his business. 
File them alphabetically “A to Z.” No credit ratings 
need be placed on these cards as we have this informa- 
tion on the ledger sheets. 

Next, another set of customer cards should be cross- 
indexed by towns and states if the house does an inter- 
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**TIve pulled too many bull-heads 
out of a pond, to want to be 


one myself.”’ 





A SECOND OPEN LETTER 


from the president of 
GOULDS PUMPS, INC. 


Seneca Falls, New York 


HEN I raise questions about distributor distribution, I’m in deadly 
earnest. We make a lot of pumps that require distributors. They 
are pumps that need to be stocked at local points. When people 


want them, they want them in pretty much of a hurry. They’re 





simple in use, and in application, and no great amount of engi- 
neering skill is required to install them. 


“But we also make pumps that are not so simple. There are questions of the type 
of liquid to be pumped, temperatures, pressures, ete....and these must be figured 


out properly by a man who knows what he is doing. 


“We have some distributors whose salesmen have learned how to sell any pump 
their markets require. In many cases, we have taught those salesmen. And where we 
can get a set-up like that, there is good business for us, and plenty of profit for the 


supply house. 


“But there are other distributors who seem willing to sell the simple kind of 
pumps...and want us to sell all the difficult jobs. In such a territory, there is really 
no sales effort worthy of the name. 


“When we run into a snag like that, we have felt it necessary to supplement 
distributor distribution and get business we might otherwise lose. 


“Here is where I don’t want to be bull-headed. If in the average city the supply 
{ house can do full justice to the Goulds line, I don’t want any ideas we have ever had 
to stand in the way of such arrangements. 


“This is the distributors’ problem just as it is the manufacturer’s. It touches a 
subject that takes a prominent place in the thoughts of many of you. Therefore, 


I am inviting representative distributors to write me how this question strikes them.” 
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state business. On these latter cards, in addition to the 
business, show the credit rating because they will be 
used by the salesmen for reference purposes. 

After finishing with the customer list, go to work on 
the prospects. The same procedure is followed as with 
the customers’ cards. The prospect card can be the 
same size as the others, but preferably on colored stock. 
As this list will also be used by the salesmen, credit 
ratings should be shown. Prospect cards also should 
be cross-indexed by towns and states, for salesmen in 
making the regular customers’ calls will want to know 
the desirable prospects in their territory. as well. 

The names of firms we secure from other sources 
listed under point three will be recorded, of course, in 
the prospect list. 

Now we come to list classification or diversification, 
because | believe that almost every house goes as far as 
the above. What we now want is to contact certain 
groups at given times at the lowest possible cost. 

There are two ways open to us. First, we can take 
certain classifications of industrial supplies such as: 
abrasives and grinding wheels; pipe, valves, fittings and 
steam supplies; small machine tools; drills, taps, dies, 
chucks, and build our lists by groups around the con- 
cerns which buy these products. The other way to han- 
dle the proposition is to divide the list into groups by 
industries. 1, person- 
ally, prefer the latter 


plan. S S 
Suppose we have S 

decided to adopt the . 

second plan. How do gy 3 

we proceed? Let me ad 


illustrate by reciting 











| gee mailing list can be put to work intelli- 
gently, by having some one in direct charge 
and responsible for its proper handling; inexpen- 
sively, because the only costs are for envelopes, 
printing and postage; profitably, through coordi- 
nation of and cooperation with the sales staff 











special interest to 
whoever the mailing 
is addressed.” In the 
lower left hand cor- 
ner can appear the 
firm name, advertising 
as desired, and ad- 
dress. In the lower 
right hand corner, the 
usual postal regulation 
information, return 
postage guaranteed 
and so on should be 
shown. 

Of course it will 
take a little time to 
“put the mailing list into shape.” But 
it will be time well spent, and once the 
information is acquired, the upkeep 
will be small. 

Often, the question arises as to 
when is the best time to make mail- 
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NoT THIS! THE“WINGS“ 
ARE IN THE WRONG PLACE - 

ON THE DOLLARS FLYING OUT 
youR winnoow. 

MR.MAILING LIST IN THIS ROLE 
IS A TOTAL LOSS. 








the way a_ middle ings. The “psychological moment,” of 

western supply house wi E course, is essential to make the recep- 

segregates its list by ~> ze se tion of printed matter effective. For 

industries (or buy- this reason, I recommend that the 
a, ") TRY THIS! PUT THE “ WINGS" WHERE 


ers). We find the 
following  classifi- 
cations: brick and tile 
manufacturers, cold 
storage plants, contractors, county clerks, county engi- 
neers, dry cleaning establishments, electric light and 
power plants, food products’ manufacturers, foundry 
and machine shops, grain elevators and flour mills, 
garages, greens maintenance (park boards, golf courses, 
country clubs, cemeteries, greenhouses), hotels and pub- 
lic buildings, general industrial plants, laundries, mines, 
municipalities, road builders and supervisors, sand and 
gravel plants, school districts, schools and colleges, and 
state institutions. 

The next step is to analyze each classification. What 
do brick and tile manufacturers buy? What do cold 
storage plants buy? We then get a “literature selection” 
perspective. Thus, when we “circulate” the brick and 
tile manufacturers, we secure from the manufacturers 
their printed matter to the extent of the number of 
names in this classification. 


IN THE DOLLARS. 


If it totals 217 names, we 
get 217 pieces from each manufacturer whose products 
can be used by these concerns. The net cost of all this 
includes only the envelopes for mailing and the postage. 

To send out the printed matter, a strong, clasp en- 
velope is preferable. Printed in quantities the cost of 
such an envelope can be held low. On it should be 
printed: “Literature Package,” and under this, “Of 
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THEY BELONG— ON YOUR MAILING 
LIST ANO SEND MR.M.L, OUT TO BRING 


supervision of the mailing list be un- 
der the direction of the sales manager. 
With the lists ready to go, the sales 
manager will give the person in charge 
instructions about like this: “I want groups 2, 9 and 
14 circulated the week of such and such a date.” The 
list supervisor must have this information in hand three 
or four weeks in advance so the printed matter can 
be secured and assorted for the various mailings. The 
list supervisor can then, from the chart, secure the kind 
cf printed matter desired and the work proceed, in a 
very short time, automatically and systematically. 

In making up the group classification list, we can 
follow the original color selection for the cards, white 
for customers and a selected color for the prospects. 
Group lists need not be segregated, that is, all the brick 
and tile manufacturers, for instance, can be retained 
together in one file drawer. It is desirable to keep the 
customers and prospects identified as such for there will 
be times when you will want to send out a special letter 
to customers only or prospects only as the case may be. 

A lot of printed matter, which means money, is 
wasted every year because it is either not used, or dis- 
tributed where it is ineffective. Printed matter stuffed 
into invoices, statements and outgoing shipments is, 9 
times out of 10, a total loss. This is true to a certain 
extent even in the personal correspondence going 
through the office. When office (Continued on page 71) 
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Now 


is the lime 
to Push 




























IGHT now, with increased production 
schedules going into effect, efficient 
equipment is vital. 





Never has it been so necessary to elimi- 
nate every possible element of waste in 
plant operation. Time out for belt replac- 
ing means idle hands, idle machines and 
increased cost of production. 





Urge your customers to standardize on 
Clipper Hooks, Pins and Lacers. Point 
out the advisability of keeping a full as- 
sortment of Clipper Hooks on hand—in 
every required size—ready for instant use 
—in order to reduce belt lacing problems 
to a minimum and assure a maximum of 
production efficiency. 


Clipper Beli Lacer Company 


GRAND RAPIDS MICHIGAN 


or 












Keeping in Touch wi 


DISTRIBUTION 


Pertinent comments on timely topics from 
other fields of distribution 


Planned Distribution 

In an article appearing in the De- 
cember issue of the Executives Serv- 
ice Bulletin, H. W. Prentis, Jr., first 
vice-president, Armstrong Cork Com- 
pany, outlines very ably the respective 
obligations of manufacturer and 
wholesaler towards each other. These 
obligations, he contends, must be ful- 
filled if a satisfactory degree of co- 
operation, so necessary to efficient 
distribution, is to be attained. 

The manufacturer should, Mr. 
Prentis maintains: enunciate sound 
distribution policies for the goods he 
manufactures ; act as a clearing house 
for his distributors in respect to such 
data as density of distribution, condi- 
tion of inventory, advertising and 
promotion methods for wholesalers, 
the training of distributors’ salesmen 
and the proper use of sales statis- 
tics; maintain the proper potential 
profit level for his distributors; sup- 
ply merchandise of appropriate qual- 
ity and design; distinguish between 
wholesaler and retailer on the basis 
of function performed and not on 
quantity purchased ; provide adequate 
protection against inventory loss in 
the case of price declines; protect 
distributors against undue losses due 
to obsolescence; maintain sales force 
that is trained to cooperate with the 
wholesaler and not to work against 
him; and finally, select his distribu- 
tors carefully, taking care not to over- 
saturate any given territory. 

On the other side of the fence, it 
is Mr. Prentis’ contention that dis- 
tributors owe it to their sources of 
supply to: advise and confer with the 
manufacturer in respect to matters of 
common interest; push every line he 
handles on its own merits and not 
use it merely as a convenience or bait 
to get other business; provide a well- 
trained internal organization with 
sufficient intelligence and facilities to 
carry out faithfully all the mutually 
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agreed upon policies; supply a care- 
fully selected sales force, equipped 
not only with a knowledge of the mer- 
chandise handled but carefully 
schooled in the policies applicable to 
each particular line; carry adequate 
stocks at all times; control his busi- 
ness so that the orders he places with 
his source of supply are orders in 
fact as well as in name; and supply 
the manufacturer with adequate sta- 
tistical information, such as rate of 
turnover on his line and reports of 
sales to retailers to establish geo- 
graphical density of sales. 

It will be noticed that Mr. Prentis 
lays considerable stress on the sub- 
ject of statistical data. It is his con- 
tention that only by the maximum 
use of sales information can an eco- 
nomical system of selective distribu- 
tion be made to operate efficiently. 

x * x 


Manufacturers’ Missionary Men 
The American Supply and Machin- 
ery Manufacturers’ Association has 
recently published a booklet on the 
subject of manufacturers’ missionary 
men. Viewpoints on the subjects 
were gathered from both manufac- 
turers and industrial distributors. 

In general, manufacturers agree 
that: missionary men should be per- 
who will secure the coopera- 
tion and confidence of the distribu- 
tor’s sales organization as well as the 
attention and respect of the industrial 
user; on some lines it is necessary 
for missionary men to visit indus- 
trial users direct with the idea of 
stimulating business for their com- 
panies through their local distribu- 
tors; it is desirable for distributors 
to set up a series of calls for their 
missionary men with industrial us- 
ers, with the thought of creating ad- 
ditional sales, additional technical in- 
formation and adjusting any com- 
plaints which might have been reg- 
istered ; where manufacturers’ repre- 


sons 


sentatives go direct to the industrial 
user, their purpose is to inform users 
and the distributors’ salesmen on the 
uses for their products and discuss 
any engineering information which 
might be necessary ; and that the prin- 
cipal objects of missionary calls are 
to educate the distributor’s salesman 
in the handling of particular prod- 
ucts and to acquaint the industrial 
user with the products of manufac- 
turer. 

Only five per cent of the distribu- 
tors cooperating with the manufac- 
turers’ association in this survey op- 
posed the use of missionary men. 
The remaining 95% were of the 
opinion that the use of missionary 
men for contacting industrial users 
and the education of supply sales- 
men was of value. 

A considerable difference of opin- 
ion seems to exist among distribu- 
tors on the proper way for mission- 
ary men to operate. 62% favored 
full time salesmen’s cooperation with 
missionary men in their visits to in- 
dustrial users, 23% favored part time 
cooperation and 15% favored manu- 
facturers’ representatives calling on a 
selected list of prospects alone. 

In general, the fact that consider- 
able education can be acquired by 
their salesmen in making calls with 
manufacturers’ missionary men, 
seems to be recognized by distribu- 
tors. In fact, 85% of those cooper- 
ating stressed this point. 

Perhaps the most important point 
brought out by the survey is the mu- 
tual recognition by manufacturers 
and distributors that it is the distribu- 
tor’s duty to plan carefully the calls 
to be made on users. Little doubt 
exists but that too little of this care- 
ful planning has been done in the past 
and that, with it, the effectiveness of 
the sales work will be enhanced and 
the education of distributors’ sales- 
men will be better accomplished. 
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PO | you had a complete, clear-cut picture 


of the sales possibilities for 


BELMONT 
PACKINGS 


in your territory. 


Beuonr is prepared—not only to give you the broad general picture of packing 
applications—but to analyze your own specific markets in your own individual working 
sector in the most definite manner imaginable. 


Still More Important ! 


BELMONT is not content to point out your sales opportunities and provide you with 
the "right packing for every service’ — 





BELMONT will not simply give adequate distributor protection and show you how to 
make a fine profit, BUT— 


BELMONT will actively and aggressively assist you to sell BELMONT PACKINGS— 
through its staff of factory trained representatives, its new sales manual for distributors’ 
salesmen and its order building advertising to consumers. 


Make Profits in 1933 


The BELMONT PLAN has that force which will interest and enthuse the progressive 
distributor. It will bring him sure profits this year. Do you want the facts? 


} Write Today 
‘(THERE iS A BELMONT PACKING FOR EVERY SERVICE’’ 








THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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Joint Merchandising Committee 


Activities 


Recent news from Committee headquarters 


Cain Appointed Executive 
Secretary 

NNOUNCEMENT has just 

been made that William E. Cain 
is now executive-secretary of the 
Joint Merchandising Committee. Mr. 
Cain will handle the office work, de- 
velop promotional and publicity cam- 
paigns, thus permitting R. M. Gatt- 
shall, who becomes extension direc- 
tor, to spend his full time in the field 
talking before local groups of dis- 
tributors and their salesmen. 

The Youngstown office of the Com- 

mittee has been closed and new head- 
quarters opened in Pittsburgh. 


* * x 


Gattshall Addresses Pittsburgh 
Group 
OME 75 manufacturers, distribu- 
tors and salesmen in the Pitts- 
burgh area met at the Keystone Ath- 
letic Club December 15 to hear Ralph 
M. Gattshall, extension director of 
the loint Merchandising Committee. 
Mr. Gattshall’s subject was, “The 
Value of the Industrial Supply Dis- 
tributor to the Industrial User.” The 
facts presented were of real interest 
and the meeting developed a lively 
discussion. 

The meeting, which was preceded 
by a dinner, was under the direction 
of W. T. Todd, Jr., vice-president, 
Somers, Fitler and Todd Company. 
Included among those present were 
Harry Casper and Sherman Parker, 
Pittsburgh Gage and Supply Com- 
pany; A. T. Williams, Chandler- 
Boyd Supply Company; Henry E. 
Cole, Harris Pump and Supply Com- 
pany; C. T. Haller and C. W. Geb- 
hart, Colonial Supply Company; L. 
W. Lashbrook, Frick-Reid Supply 
Corporation; R. F. Blair, Standard 
Supply and Equipment Company ; C. 
S. Pitken, Crane Company; A. G. 
Getty, Standard Sanitary Manufac- 
turing Company; R. K. Hanson, 
American Association; and G. E. 
Thackery, The Thackery Company. 
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W. T. Todd, Jr., first vice-president, The 

National Supply and Machinery Distribu- 

tors’ Association and vice-president, ‘Som- 

ers, Fitler and Todd Company, presided at 

the Pittsburgh group meeting called to 

hear the Joint Merchandising Committee’s 
story. 


Detroit Group Hears Committee’s 


Story 
GROUP meeting of distribu- 
tors and manufacturers was 


held December 19 at the Statler Ho- 
tel, Detroit. B. H. Ackles of The 
Rayl Company acted as chairman. R. 
M. Gattshall presented the Commit- 
tee’s survey material proving the eco- 
nomic value of the distributor. 

A partial list of those in attendance 
includea: C. W. Church, A. J. 
Grant, E. Bernstein, R. L. Parkin- 
son, William Read, and W. A. Kep- 
pler, The Rayl Company; W. C. 
Stauble, Holo-Krome Screw Corpo- 
ration; W. E. Cain, Joint Merchan- 
dising Committee; H. L. Peek, J. F. 
Phillips and R. A. Morrell, Boyer- 
Campbell Company; A. T. Harland 
and E. C. Bockstahler, Charles A. 
Strelinger Company; W. E. Nagle, J. 
H. Williams & Co.; F. M. Shuran, 
Manufacturers Brush Company; W. 
B. Smith, Wahl Refractory Prod- 
ucts Company; J. W. Parker, L. C. 
Schenck and R. H. Fox, H. D. Ed- 
wards Company; E. L. Anderson 


and H. J. Lincoln, Whitman and 
Barnes, Incorporated ; D. R. Stewart, 
Safety Grinding Wheel and Machine 
Company; F. A. Reid, Clayton and 
Lambert Manufacturing Company ; 
C. W. Heim, Wright Manufacturing 
Company; H. R. Audet and B. G. 
Munyan, Greenfield Tap and Die 
Corporation ; and W. H. Downs, J. T. 
Wing and Company. 
* . 


Slogan Cuts Available 
EVERAL requests have been re- 
ceived by the Committee recently 

for cuts of the slogan, “Distributors 
Serve Industry Economically” for 
use on letterheads, invoices, order 
blanks and the like. The Committee 
will be glad to supply this cut to any 
distributor wanting it. Just write 
your request to headquarters, 2010 
Clark Building, Pittsburgh. 


* * * 


Convincing Evidence 
NUMBER of distributors have 
reported the names of users who 

have discontinued their supply stock 
rooms and are now depending en- 
tirely on distributors for their needs. 
The Committee would appreciate 
hearing about additional cases of this 
kind. Such evidence is excellent am- 
munition for distributors to use in 
convincing users, who have not yet 
“seen the light,” to patronize the dis- 
tributor. 
* * * 


Smith Heads Executive Committee 
aA M. SMITH, scretary of 
the Southern Association and 
president, Smith-Courtney Company, 
has been chosen chairman of the 
executive committee of the Joint Mer- 
chandising Committee, while R. K. 
Hanson, secretary, American Asso- 
ciation, is secretary. Other members 
include George A. Fernley, secre- 
tary, National Association and Frank 
C. Hofacker, who is representing 
non-association subscribers. 
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Abb To YOUR SALES 
FORCE...BUT NOT TO 
YOUR SELLING COST 






















Pipe jobbers in many cities have found a way to 
get new business at no additional cost. It’s all a 
matter of co-operation between the jobber and the 
Republic salesman, whose many calls every day 
bring him into contact with buyers in every type 
of industry. 

Just awhile ago one jobber told us of a particular 
case. For years he had tried to sell a manufacturer 
in Toledo. But the buyer found fault with the 
valves he sold. His belting didn’t meet specifica- 
tions. The engineer didn’t like his make of pack- 
ing. He just couldn’t get anywhere 
with this company. Until a Republic 
salesman sold the manufacturer on the 
economy of using Toncan Iron Pipe. 
This jobber got the order, followed it 
up, and has since been selling many 
additional items that he never could 
have sold if he had not stocked the 
Toncan Iron Pipe when it was needed. 

It will pay you to investigate the 
value of selling Republic Pipe—both 
steel and Toncan Iron. The advertising 
and selling co-operation that Republic 
can give to you may mean far more 
than you now realize. Write today. 


REPUBLIC STEEL 


CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 
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HE combination of qual- 
ity mechanical rubber goods backed by a defi- 
nite sales policy is the logical cooperation which 
any distributor should expect from his source of 
supply. 


For more than twenty-five years B. W. H. has 
championed the policy of supporting the indus- 
trial distributor with both these vital factors, 





quality and protection. 


Our line of mechanical rubber goods is stand- 
ardized, well known to the industrial consumer 
and “time-tested” by years of performance in the 
field under every type of service. 


In the transmission belting field, Bull Dog 
Gold Edge Belt has earned the reputation of being 
the highest type belt for the toughest jobs and 
therefore the most satisfactory from the stand- 
point of true operating economy. 


BOSTON WOVE 
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HE following letter from a manufacturer of broken stone speaks for itself; — 


“When we changed over our plant in the spring of 1931, 
we bought two Bull Dog Gold Edge Belts as follows: — 


“20” 8-ply endless to drive a Farrell Jaw Crusher, 25 foot 
centers, a slugging drive. The pulleys are 24” drive to 54” 
driven, the drive pulley traveling at a speed of 540 R P M from 
a 200 H P motor. 


“16” 6-ply endless running from a line shaft operating two 
secondary crushers and one set of crushing rolls. The pulleys 
are 16” drive to 60” driven, the speed of the drive pulley being 
720 RPM from a 100 H P motor. 


“These belts have to be run very tightly and to this end 
have been taken up with a 15 ton jack. It has seldom been 
necessary to take up any stretch since their installation. 


“They are still in fine condition and we consider them an 
excellent construction for high speed rugged work.” 


We submit that when a long list of industrial 
consumers find this sort of satisfaction in B. W. H. 
products and the industrial distributor who sup- 
plies B. W. H. brands is free to operate without 
competition from his own source of supply, that 
the B. W..H. principle of quality plus protection 
inevitably produces volume. 
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Newsy facts about industrial distributors 
and thetr salesmen 











National Association Working 
on Ideal Sales Policy 

The National Supply and Machin- 

ery Distributors Association has sent 

to all members a questionnaire, the 

answers to which will form the basis 

for the compilation of an ideal sales 


policy from the distributor’s stand- 
point. When formulated, this policy 
will be made available to manufac- 


turers seeking to market their lines 
through industrial distributors. 
Some of the subjects covered in 
this questionnaire are: direct sales, 
sales and advertising assistance, ter- 
ritorial arrangements, prices and 
terms, and method of selecting dis- 
tributors. Many options are listed 
under each heading, giving the dis- 
tributor answering the questionnaire 
wide latitude under each subject and 
the com- 





Some service record! These men represent the Stambaugh-Thompson Company, 
Youngstown, Ohio, in the industrial supply department. Left to right: Dave Nelson, 
sales promotion, 18 years; George Horton, mill supply buyer, 30 years; Harry Langley, 


increasing the chance of 





posite policy being truly representa- 
tive. 

Cooperation in efforts of this kind, 
it is believed, leads to a better degree 
of understanding between manufac- 
and distributors should 
help in improving existing conditions 
in the distribution of industrial sup- 
plies. 


turers and 


Ba * 


Three Deaths in Somers, Fitler 
and Todd Force 

Three deaths have occurred among 

Fitler and 

Pittsburgh, in the 


employees of Somers, 
Todd Company, 
last two months. 

W. S. Worcester, a salesman with 
31 vears of service, died on Novem 
ber 4. 
emploved in the retail department for 
25 years, passed away on November 
19. Finally, H. H. Miller, city sales- 
man with over 38 vears service, died 
on Friday evening, December 9. Mr. 
Miller had been working for Somers, 
litler and Todd since he was 14 vears 
of age. 

To fill the vacancies created by 
these misfortunes, E. LL. Alberter, 
who has been covering the Central 


George Mever, who had been 


Pennsylvania soft coal fields for 17 


40 


construction equipment, 25 years; Ed Beynon, road, 51 years; Ed Hull, pricing, 26 
years, and Carl R. Johnston, sales manager, 17 years. 


vears, has been brought to Pittsburgh 
and assigned a metropolitan” terri- 
torv; W., 


tive in 


Rk. Kerr, sales representa- 
northwestern Pennsylvania, 
has also been given a city territory ; 
and Wilbur L. Pearce of Johnstown, 
Pennsylvania, has taken over the ter- 
ritory formerly covered by Mr. Al- 
berter. 


E. L. Ryerson Honored 
edward L. Ryerson, Jr., president, 
Joseph T. Son and 
Kimergency 


and 
the Joint 
Fund of 


Ryerson 
president of 
Relief Chicago, 
the 
medal by the University of Chicago 
his 


was fre- 


cently awarded Rosenberger 
deemed ot 
great benefit to humanity.” 


“achievement 


tor 


Neal and Brinker Buys Heck 
Supply Company, Inc. 

Neal and Brinker Company, New 
York City, have taken over the Heck 
Supply Company of that city, accord- 
Ing toa report received from Ie. BR. 
Penman, president, Neal.and Brinker. 


Worthington Salesman Dies 

Otto Rentz, mill supply salesman 
for the George Worthington Com- 
pany, Cleveland, died on November 
25 of acute indigestion. Mr. Rentz 
had been with the Worthington or- 
ganization for about 20 vears and at 
the time of his death was covering 
local industrial plants. 

* * *K 
Ford and Kendig Improve 
Conshohocken Warehouse 

Ford and Kendig Company, Phila- 
delphia distributors recently 
made improvements in the warehouse 
at Conshohocken and are now carry- 
ing a full line of mill, mine, railroad 
and contractors’ supplies there as well 
as at Philadelphia. 

* * 


have 


White Tool Distributes Chilton 
Ladders 

H.C. Ellsworth, president, White 

Tool and Supply Company, Cleve- 

land, reports that his company is now 

distributing Chilton ladders 

and also that J. 1. Craig has just 


safety 


been added to the sales force. 
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Hibbard-Spencer Sponsoring | 

“Buy American” Movement 

Hibbard, Spencer Bartlett and 
Company, Chicago wholesale hard- 
ware and industrial supply distribu- 
tors, is actively sponsoring the move- 
ment to encourage the purchase of 
American made goods. 

The company is acting alone in 
this, with the avowed purpose, ac- 
cording to Charles K. Gartner, man- 
ager of the mill supply department, 
of advocating the use of American 
made prdoucts wherever possible. Its 
policy on the matter states that while 
foreign-made merchandise is not dis- 
criminated against, the use of Ameri- 
can products is suggested when 
feasible. 

The company has had millions of 
sticker labels of two different vari- | 
eties printed to carry the message to | 
its thousands of customers and | 
sources of supply. These stickers, | 
printed in red, white and blue are | 
illustrated here. The upper label, | 





Buy American! 





AMERICAN MADE 


carrying the slogan “Buy American,” | 
is placed on every piece of corre- | 
spondence, every invoice, every state- 
ment and every piece of merchandise 
leaving the establishment. The lower 
label, “American Made,” is attached | 
to every piece of merchandise which 
is made in America. 

At a recent meeting of Chicago 
distributors, intense interest was dis- 
played in this independent move by | 
Hibbard, Spencer and it is probable | 
that within a very few weeks some | 
similar plan will be adopted by sev- | 
eral of the members of the Chicago | 
Mill Supply Club. | 

.¢* * 


Page Belting Line to Standard 
Equipment 
Standard Equipment and Supply | 
Company, Hammond, Indiana, has| 








Every electrified industrial plant you 
serve uses electric motors. You can and 


should supply that motor need. 


To round out your mill-supply line, and 
at the same time to maintain your repu- 
tation for quality and service, sell Wag- 
ner motors. They are in universal use 
—have been on the market for forty 
years; they are well known, are recog- 
nized as quality motors, have an accep- 
tance—an assurance to you that the sale 
of Wagner motors does not involve an 


undue amount of salesmen’s time. 


In selecting Wagner, you tie up with a 
complete line of polyphase and single- 
phase motors manufactured by a nation- 
wide organization with branch sales of- 
fices and motor warehouses in all parts 


of the country. 


Investigate the motor market and the 
profits it will bring you. Let us present 
the picture as we see it, and as other 
mill-supply houses have found it. Motors 


are being bought—why not thru you? 


WagnerElectric Corporation 


6400 Plymouth Avenue, Saint Louis,U.S.A. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, Ill. 


Cincinnati, Ohio 
Cleveland, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
St. Louis, Mo. 


Houston, Texas 
Indianapolis, Ind. 
Kansas City, Mo. 
Los Angeles, Calif. 
Memphis, Tenn. 


Milwaukee, Wisc. 
Minneapolis, Minn. 
New York City, N.Y. 
Omaha, Nebr. 
Philadelphia, Pa. 
Toledo, Ohio 


Pittsburgh, Pa. 
Portland, Ore. 
Salt Lake City, Utah 
Seattle, Wash. 
San Francisco, Calif. 


recently taken on the distribution of | 
the products of the Page Belting| 
Company, in the Hammond territory. | 
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Territorial Sales Indicators 
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North Atlantic States 


Distributors in the North Atlantic States, leaders in October sales, slid to third position 
with a percentage drop from 49.1% in October to 40.7% in November. The only state in 
the group, the distributors of which showed a gain, was New Jersey. The aggregate per- 
centages for all other states showed a drop with the coal mining and steel producing sec- 
tions being the hardest hit. 


Southern States 


Featured by small percentage increases in Louisiana, Texas, Virginia and West Virginia 
and a general “holding of the line” throughout the territory, the Southern States Indicator 
crawled up from 48.5% of normal in October to 49.1% in November, a gain which placed 
this section in the foremost position in the country. . 


Middle Western States 


Slight gains in Michigan and among some Ohio and Illinois distributors and only minor 
losses throughout the territory held the Middle Western Indicator to a drop of but one 
percentage point. Although displaced from third position, Middle Western distributors, with 
a percentage figure of 37.5% as compared with 38.5% for October, exhibited a stubborn 
resistance against the trend. 


Western States 


Returns from the Western States indicate a slight gain from 36.9% in October to 39.2% 
in November. The number of individual gains; was about equal to the number of losses, 
volume being the deciding factor. 


Pacific Coast States 


The first indicator for this section, published here, reads 47.8% of normal, a figure which 
shows a slight decrease from the data gathered on October sales. The latter figure was with- 
held for want of sufficient replies. Individual reports, in all but a few cases, showed a 
decrease in November sales as compared with October. 
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IKvery 
Refinery 


Requires 


this ValveY 


-.... Wherever a dependable and en- 
during throttling valve for pressure or 
volume control of the product is needed. 
This Vogt drop forged steel slide valve, 
stainless steel lined, is setting high 
standards of performance in actual ser- 
vice. 

These five reasons tell the whole story: 


q .. Straight-thru port decreases friction 
and turbulence. 

q .. Stainless steel linings, facings and 
plug offer maximum resistance to 
corrosion and erosion. 

q .. The valve tends to clean or de-coke 
itself. 


q ..Permits closer control of outlet 
volume. 


q .. It’s drop forged by VOGT ... pioneer 


designer and builder of better re- 
finery valves. 














Catalog F-7 covers our 
complete line of valves, 


\\ fittings and flanges and 
may be had upon request. 











|B] fe) o) 
Forged 


O Stecl 


Stainless O Steel Lined 
Wee) huts Xo) BAZ 





New York 


Chicago HENRY VOGT MACHINE CO. 


= Cleveland ry INCORPORATED 


Dalles LOUISVILLE, KENTUCKY. 
Keneas City 


Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Re- 
nery Equipment, Water Tube Boilers, Ice Making and 
Refrigerating Machinery, Heat Exchangers. 
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New and Improved Industrial Products 











Turbine Pump 





NEW deep well turbine pump, fta- 

turing water lubrication and open- 
type impellers, has recently been devel- 
oped. Water lubrication eliminates the 
possibility of contamination in the well or 
water supply. The semi-open type impel- 
lers can be adjusted for capacity as well 
as head without removing the pump from 
the well. This type of impeller also 
greatly reduces the possibility of sand- 
locking in a new well. An almost limit- 
less market is claimed by the manufac- 
turer for this pump. Ice plants, laundries, 
creameries, factories, municipal water 
works and golf courses are all live pros- 
pects—The Deming Company, Salem, 
Ohio. Mitt Suppties, January, 1933. 


Tiering Ram 





[DESIGNED especially to handle cer- 
tain types of heavy, bulky materials, 
the Tructier Ram is a new lift truck 
model which should find numerous uses. 
It is said to be particularly adapted to 
lifting, carrying and tiering strip steel 
and wire in coils, heavy wheels, dies, 
tires and other machine parts, loaded 
cable spools and other heavy loads of 
awkward shape. The steel ram has a 
diameter of three inches and a standard 
length of 30 inches, securely anchored to 
the vertical plate and capable, in the two- 
ton model, of carrying and tiering 4000 
pounds if center load is carried not more 
than 15 inches from the plate. Truck is 
gas-powdered for 24 hours’ continuous op- 
eration. Rear wheel drive and four wheel 
steer make for perfect balance and ex- 
treme mobility—The Clark Tructractor 
Company, Battle Creek, Michigan. Mir 
Supptigs, January, 1933. 


Bench Grinder 





ANEW six-inch special electric bench 
grinder has been introduced, de- 
signed to do all types of bench grinding 
and tool sharpening. Balanced rotating 
parts of this new grinder keep down vi- 
bration and make for longer life, while 
rubber feet make it exceptionally quiet. 
Each grinder is equipped with two ™%-inch 
face grinding wheels, one coarse and one 
fine. Additional equipment includes two 
adjustable tool rests and two adjustable 
wheel guards. Finished in black enamel; 
110-volt, 50-60 cycle single phase A.C. 
motor; three conductor cable and attach- 
ment plug; switch located in_ base. 
—Black and Decker Manufacturing Com- 
pany, Towson, Maryland. Mitt Suppties, 
January, 1933. 


Soldering Outfit 


ij TWP 24. EU Fame 


TP 26 LARGE FLAME 





SOLDERING COPPER SLoER mc copes HBS Out 
SMALL torch with four different 


4 tips, a soldering copper, rubber tub- 
ing and connection for the small Presto 
acetylene tank, constitutes what is known 
as the Torit soldering outfit number 23. 
It is saitl to be most handy and conven- 
ient for soldering, tempering, light braz- 
ing and wire splicing and for all sorts of 
small jobs requiring heat. It is not in- 
tended for welding. Connected to the 
Presto tank, it is ready to go to work 
with the lighting of a match. No oxy- 
gen or compressed air required. The ne- 
cessary air for combustion is syphoned 
through the tips—The St. Paul Welding 
and Manufacturing Company, St. Paul, 
Minnesota. Mitt Suppties, January, 1933 


Welding Torch 
[f= -—* 
Ym 


NEW 
ber 28, 








] 


welding torch, Purox Num- 
designed to handle heavy- 


duty work as well as the average job, 
features high efficiency and economical 
gas consumption. Ten one-piece, 60 de- 
gree goose-neck tips, numbered from 6 
to 15, are available for use with this torch. 
By means of a union nut these tips may 
be adjusted to point in any direction, thus 
allowing overhead or vertical welding 
without any change in the normal grip 
of the torch handle—The Linde Air 
Products Company, New York, New 
York, Mitt Suppwies, January, 1933. 


Vibration Isolating Material 








NEW material, Keldur, has been de- 

signed to isolate vibation and sound. 
In its more common applications, it is 
used to isolate a machine from its foun- 
dations for the purpose of preventing 
vibrations in the machine being trans- 
mitted to the foundation, or to prevent 
vibration in the foundation from being 
transmitted to the machine or object. The 
material comes in sheets three feet square 
and ¥% inch thick. It has little tensile 
strength and should be installed under 
direct compression. It gives the best re- 
sults at loads of 20 pounds per square 
inch and less—Keldur Corporation, New 
York, New York. Mitt Suppties, Janu- 
ary, 1933. 


Bench Type Sander 





NEW bench-type oscillating spindle 

sander for flat and curved surfaces 
has been placed on the market. Table is 
20-inches by 20-inches; drums are 9 
inches long and project through 6 inches. 
Table tilts 45 degrees both sides. Revolv- 
ing and oscillating spindle travels at 3000 
r.p.m, and 100 strokes per minute, length 
of stroke being 7%-inch. Drums and fit- 
tings are available for using endless, 
spiral-wrapped garnet and emery sleeves 
from one inch to three inches in diam- 
eter, thus permitting a wide range of 
work. Positive grip on endless sleeves is 
assured by expanding rubber drums. 
—W. B. and J. E. Botce, Toledo, Ohio. 
Mitt Suppties, January, 1933. 
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a LOW TENSION Rubber Belt 


Manhattan engineers — the 


0) QO Z 0 Zi) originators of Condor Belts— 


announce a new advanced type 





J: App Dn £OR of transmission belting — the 


TRADE MARK Compensated Belt. 


Due to its special, compensated features (patents applied for), the belt performs 





























































































































































































































, best at 50% lower tension—resulting in longer bearing life, smooth and trouble 
¢ free running, and double the overload capacity of standard rubber belt. 
— Jobbers of the Condor Line have a decided 
=, Figure / advantage when it comes to selling Mechani- 
— # 
? vA o N { cal Rubber Products to Industry. Our constant 
7 i” 2 © . . 
© 1 and progressive engineering program of prod- 
; Tah gq} NOTE: The distance prog g g 
od | | around pulley increases | uct improvement, coupled with a sound mar- 
‘ae | } as distance from center_| ; i ; 
‘ % 4 YY |/ increases, causing the keting and jobber policy, provides continuous 
a tension to increase in __| | : “ 
a wey outside plies. There- sales incentive and an ever-growing customer 
fore outside plies should — acceptance for all Condor Products. 
be compensated fo equa’- 
\ ESS (zé the uneven ply — 
: t =“ tensions 
~ : . , 
vB La Write for details of the Condor Franchise 
y~. a 
j Compe 1 2\ _ Heavy /ines indicate — d ed 
Bel p ply tensions. They are 
el ag py tensions Theyere |  1Q Advantages of Compensated Belts 
NY Belt by virtue of its ; 
; construction an Longer fastener life. 
+——_—_}—— 2. Higher efficiency when run slack. 
oe ee ee ee eee eee eee Oe 3. Higher efficiency on small pulleys. 
= { Maney tines indiate 7 4. Freedom from ruptures in outside ply. 
3 mde N ply tensions. Note ex- 5. Freedom from wear on pulley side. 
Standandsy Tt YS tremely heavy tensions | ; 
f \— Rubber are \ lho | Af in the outer plies of _| 6. Freedom from ply separation. 
5; y Y) Standard Rubber Belt 7 h — —— 
| |Belt Ss e Double the overload margin of safety. 
8. Higher efficiency under all running conditions. 
9. Reduced bearing, shafting, and hanger troubles. 
These diagrams are self-explanatory—study carefully 10. Material reductions in belting “costs”. 
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New and Improved Industrial Products 











Flat Cured Fire Hose 





AT -R_ thorough 
pal fire departments of several cities 


testing by munici- 
flat cured fire hose is now being intro- 
duced to the industrial field. Manufac- 
tured flat and becoming round only when 
filled with water, the manufacturer claims 
that, under five pounds pressure or more, 
this new hose offers no more resistance 
to the flow of water than the old type. 
Its flat shape makes it easier to coil and 
rack. Since rubber dete riorates faster un- 
der tension and the “flat cure” minimizes 
the tension in racking, it is said that this 
hose has a greatly increased life. Pros- 
pects for the distributor include every 
plant having a fire protection problem.— 
The B. F. Goodrich Company, Akron, 
Ohio. Mitt Suppties, January, 1933. 


Silverlink Roller Chain 
o~ 






INK-BELT 


-™, 


NEW roller chain, 
. from the silver-like 


called 
appearance ot! 
its corrosion resisting side bars, is avail- 


Silverlink 


able in all sizes from 3% inch to 2% 
inches and in single or multiple widths. 
Side bars are of alloy rolled steel, heat- 
treated for strength and _ toughness. 
Nickel steel, case-hardened pins can be 
furnished in the detachable type with cot- 
ter or riveted. Bushings are solid steel, 
case-hardened. Curled rollers are made 
from strip steel having a strong fibrous 
structure with the fibre running around 
rather than across the roller so as to 
give great strength and maximum resist- 
ance to shock. Accuracy of pitch and 
smooth chain operation are insured by 
uniformity and close clearances through- 
out.—Link-Belt Company, Indianapolis, 
Indiana. Mitt Suppties, January, 1933. 


Painting Machine 





ENTRIFUGAL force is utilized in 

this yew paint spraying machine in 
place of air. The paint is held in a vac- 
uum container and drawn up from the 
handle of the machine through a series of 
atomizers into a rapidly revolving distrib- 
utor, which has the appearance of an in- 
verted comb. The paint is applied in the 
form of a flat horizontal film which can 
be varied from one-half inch to eighteen 
inches in width. It has been estimated 
that the average operator can cover 1200 
square feet of flat wall space per hour 
using this device. The machine applies 
flat brush paint and gives a new type of 
stipple finish. It will also apply calci- 
mine and can be used for washing down 
ceilings. Will operate from any 110 volt 
\. C. or D. C. outlet —Electrical Painting 
Equipment Company, Incorporated, New 
York City, Mitt Supp.ies, January, 1933. 


Cross Cut Saws 
A MODERATELY priced line of cross 
<% cut saws was recently introduced for 
territories east of the Rocky Mountains. 
These saws are made of high quality, 
tested electric alloy steel, taper ground 
and uniformly tempered. The line is made 
in four patterns; wide, half wide, full 
and half-full breast, and in length of 
five, five and one-half and six feet. All 
four patterns are filed sharp and _ set 


ready for use —E. C. Atkins and Com- 
pany, Indianapolis, Indiana. Mitt Sup- 
PLIES, January, 1933. 


Ratchet Burring Reamer 





ESIGNED primarily for removing 

burrs from %4-inch to 2-inch pipe, 
this new tool also can be used effectively 
for enlarging holes in sheet metal, coun- 
ter-sinking and various other purposes. 
Design is simple, yet it embodies several 
new features which make for easy cutting. 
The reamer has spiral flutes which give it 
an easy-cutting shearing action and at the 
same time feed it into the burrs. Ratchet 
head is completely enclosed to keep mov- 
ing parts free from dirt and burrs. Pol- 
ished tubular handle is light and virtually 
unbreakable. Principal prospects include 
factory maintenance and production de- 
partments, plumbers, steamfitters and con- 
tractors.—Greenfield Tap and Die Corpo- 
ration, Greenfield, Massachusetts. MILu 
Supp ties, January, 1933. 


Improved Tension Indicator 





Spay improvements have been made in 
the tension indicator manufactured by 
the Martin-Decker Corporation. A new 
feeler gage has been incorporated at a 
point underneath the clamping device. 
This gage makes it possible to determine 
when the tension indicator is in correct 
position on the cable for an accurate 
reading. In addition, the new heavy-duty 
type indicators are equipped with microm- 
eter deflection adjusters and saddle ad- 
justors, which eliminate the need for sev- 
eral deflection plugs to accommodate the 
different size lines under varying loads. 
It is stated that the improved instruments 
can be operated with uniform accuracy 
and considerable saving in time.—Martia- 
Decker Corporation, Long Beach, Cali- 
fornia. Mitt Suppiies, January, 1933. 











UMI 


JANUARY, 1933 MILL SUPPLIES 47 





4 by . \) a >>. . oo . . 
} Aye Manes) s Here is an unqualified expression from 
one of the outstanding distributors in 


the nation. Face the facts. 





"In analyzing our connection with the New York Belting & Packing 
Co., we consider the fact that we have handled your products con- 
tinuously and exclusively for nearly fifty years as most significant. 


"This half-century record of dealing with you is tangible evidence 
that, in our position, your products have always been of consistently 
high quality and fairly priced, and that your merchandising policies 
have been progressive and soundly conceived to meet changing mar- 
ket conditions. 


"The fact that practically every customer to whom we have sold New 
York Belting & Packing Company's belting, packing, and hose, has 
become an exclusive user is a strong expression of confidence in the 
quality of your product and our ability to supply their requirements 


promptly. 


"Your products and policies have satisfied us and our customers for 
47 years—a worthy record." 


Hendrie and Bolthoff 
Manufacturing and Supply Co. 
Denver, Colorado 
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It's EASY to See.. 














Compare BRISTO direct turning pressure 





—with sidewall pressure of other designs 











...why BRISTO Screws 
don’t round-out or split 


AS ILLUSTRATED by the simple drawings, the sides 
of a BRISTO Cap or Set Screw receive no strain. 
The dovetails in the socket guide the force applied 
by the wrench AROUND in the direction in which 
the screw turns. You can fit the BRISTO Wrench into 
the dovetailing flutes of the socket and give the screw 
all the force needed for a tight set and positive hold. 
Use BRISTO Screws and you'll never be troubled by 
rounded, broken or spread sockets that leave screws 


jammed in holes. 


Obviously these Screws will wear longer and eliminate 
delays and expense. Also they handle faster, look neater, 
and discourage tampering. Apply these advantages to 
your product or to your work— it costs no more. 
BRISTOS are available in very small sizes, including 
several under 4 inch. Write for samples. 
Atyourrequest,we’ll 
also furnish a sam- 
ple of BRISTOL’S 
Steel Belt Lacing 






BRISTO Wrench 


easier to apply and Safety Set Screw 


holds like a bull dog. 
THE BRISTOL COMPANY, WATERBURY, CONN. 


Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRADE MARK 


BRISTO 


EG. U.S. PAT OFF. 


Hollow Safety Socket Head 


SET SCREWS CAP SCREWS 








Louis Pedersen, one of the brothers form- 

| ing the Chicago firm of Pedersen Brothers 

Tool and Supply Company. The genial- 

ity, so obvious in this picture, goes so 

far as to encompass Mill Supplies’ 
reporter. 


Duncan Represents Norton 

R. C. Duncan Company, Minne- 
apolis, was appointed, on December 
15, the representative for Minne- 
apolis, St. Paul and immediate vicin- 
ity of the Norton Company, manu- 
facturers of grinding wheels and 
abrasive grain. 

Guy W. Walters, who has been 
associated with the sale of Norton 
products in these cities for many 
years, is now connected with the R. 
C. Duncan Company. 

In addition, W. G. Snow, Norton 
Company factory representative, will 
make his headquarters at the offices 
of the distributor. 

x * x 
Marshall-Newell Appointed by 
Atkins 

Marshall-Newell Supply Company. 
San Francisco, California, has been 
appointed the authorized distributor 
for the products of -E. C. Atkins and 
Company for the northern part of 
California and Washoe County, Ne- 
vada. A complete stock of Atkins 
saws, saw tools and hardware items 
will be carried. 

x * x 

Woodbury Distributes New 

Lines 

Woodbury and Company, Portland, 
Oregon, is now distributing Weldo- 
lets and Threadolets, manufactured 
by the Bonney Forge and Tool 
Works; Tube Turns, manufactured 
by Tube Turns, Incorporated, and 
welding flanges, manufactured by 
the latter company. 
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At the left of this picture stand the two 
principals of the Paul Roberts Machine 
Company, Pocatello, Idaho, Mr. and Mrs. 
Paul Roberts. At the right is Paul V. 
Nash, secretary of the Pocatello Chamber 
of Commerce. The Paul Roberts Machine 
Company, as the name indicates, is a large 
machine shop, serving the Pocatello terri- 
tory in the line of general machine shop 
service. Added to that is an industrial 
supply business of considerable propor- 
tions. Here is one company that does not 
know what depression means. They have 
been busy right through since 1929, and 
the last three years’ business compares 


favorably with the big years of 1928 and 
1 | 


Standard-Machinists to Distribute | 


Columbian Manila Rope 


Standard-Machinists Supply Com- | 
pany, Pittsburgh, was recently ap- | 
pointed the Pittsburgh district dis- | 
tributor for Columbian Tape-marked | 
manila rope, manufactured by the | 
Columbian Rope Company, Auburn, | 
New York. A complete stock will | 


be carried. 
* * Ox 


George A. Myers Stocks Bar 
Steel 


George A. Myers, Paterson, New | 
Jersey, distributor, is now carrying | 
. : : | 


a stock of bar steel and iron. 


Specialized sales effort during | 
1932 double this company’s paint | 
sales as compared with 1931, a truly | 


remarkable showing considering the 


depressed state of general business. 


* * * 


Haverstick Adds Line 

Haverstick and Company, Incor- 
porated, Rochester, New York, has 
taken on the distribution of the line 
of constant level lubricators, manu- 
factured by the General Lubricator 
Company. 

* ok * 


R. C. Neal to Distribute Gauges 


R. C. Neal Company, Incorporated, 
Buffalo, is now covering the western 
New York territory for the Federal 
Products Corporation, manufactur- 
ers of gauges. 


MILL SUPPLIES 


DEEP WELL 
TURBINE PUMPS 


ii 
Cl ene ‘ 








50 MILL SUPPLIES 















TOOLS from your 
Supply House 


a 
<)> 


Tool Holders 
Lathe Dogs 
Ratchet Drills 
“C” Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 


| F the Complete System 


there’s an Opportunity 
for Unlimited Sales 


Ninety-eight per cent of all machine shops and 
tool rooms now use some ARMSTRONG 
TOOL HOLDERS. Ninety-eight per cent of 
your customers are already sold on cutting 
cutting-costs the ARMSTRONG way, know 
ARMSTRONG performance, dependability 
and quality, are ready to listen with interest to 
methods of extending the “Saving of All 
Forging, 70% Grinding and 90% High Speed 
Steel” to all machines. 


Planer Jacks 
Machine Shop Specialties 


ARNSTHIGNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 


Pipe Vises 
Pipe Wrenches and Tongs 


Today, it is more important than ever to reduce “tooling-up” time to the 
selection of a bit and the tightening of a screw, to prevent delays while men 
and machines stand idle for “dressing” of forged tools. Today it is essen- 
tial to cut the cost of every operation on every lathe, planer, slotter or shaper 


—to use the entire System of ARMSTRONG Tool Holders. 


Where before you have sold single tool holders, now sell the entire System 
comprising of over 100 sizes and shapes including: Spring Cutting-off Tools 








that make cutting-off a simple and inexpensive operation; a Planer and | 


Shaper Tool that permits any clearance and innumerable different cuts 


without removing the work from the bed; Threading Tools that always | 


retain their perfect thread form; Boring Tools that assure maximum clear- 
ance and rigidity; Armide (Carbide) Tools that can double a machine’s 
production . . . all multi-purpose tools that do the work of complete sets 
of forged tools. 


To the ninety-eight per cent of your customers who now use some | 
ARMSTRONG Tool Holders sell the advantages of using them on all | 


machines for in the complete System they will find still further economy, 
and you can find unlimited sales. 


Writ 

Cue’ ARMSTRONG BROS. TOOL CO. 
fi or all of “The Tool Holder People” 

your men 305 N. Francisco Ave., CHICAGO, U. S. A. 








New Method of Shipping and 
Warehousing Electrodes 


The usual way in which arc-weld- 
ing electrodes are shipped and then 
stored in the warehouse is in burlap- 
wrapped bundles, of comparatively 
light weight. These are thrown about 
in handling, and when they are un- 
wrapped it is generally done amidst a 
cloud of dust. This dust is the flux 
coating on the rods, and represents 
loss of coating. 

The picture seen here shows a 

42,000 pound experiment. It repre- 











These kegs of fluxed arc-welding elec- 

trodes, standing in the Percival Steel and 

Supply Company warehouse, are the first 

car-load shipment of rods packed this 
new way. 





sents a carload of welding rods done 
| up in a new way. Each of these kegs 
_contains four 50-pound bundles of 
electrodes. The kegs are then headed 
| up with a special fastening that prac- 
tically seals them. And in handling 
the 200-pound kegs, no one is going 
| to throw them about with abandon. 

Coming into the warehouse, these 
kegs are put directly into stock, and 
are never opened until they are to be 
| passed on to the customer. Nice clean 
| warehouse stock with no possibility 
of deterioration. 

The Percival Steel and Supply 
Company of Los Angeles worked out 
| this idea with their supplier, the Gulf- 


_ steel Arc Welding Company, and it 
| is said that this is the first time that 
| this form of packing was ever em- 
| ployed. 
| x * * 
| Globe Machinery Magazine 
Announces 1933 Plans 
| The Globe Machinery and Supply 
| Company Magazine for December 
| carries a letter from Fred Swanson, 
president, to the effect that the house 
organ will be issued every other 
| month during 1933. Each issue will 
| be a special number, four of the six 
being printed in color. It is planned 
|to have a minimum of 36 pages in 
| each issue. 
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Five Strong Points 
That combine to make 


MILWAUKEE 


INDUSTRIAL BRUSHES 


A 
“MONO-BILT" 
Fast Moving Distributor Line Wire wheel brush 


interchangeable centers 


— ee 





A new picture of Pete Boylan goes with QUALITY i ’ 

his wish that each of his hundreds of Only the finest materials and the most exacting 

friends in the supply game will enjoy a workmanship are employed in the manufacture of 
— eee oe Milwaukee Industrial Brushes. 


) Industrial “Sports” VARIETY 
The hardware boys with industrial 4 The Milwaukee Stock Line includes Bristle, Fibre 
departments rather have it on the and Wire brooms and brushes of nearly every 


straight industrial boys by ringing in description—with any type of special brush made to 
their sporting goods departments to 





: make industrial sales. We have it specifications. 
; from the Thomson-Diggs Company, a 
gs aed ee 7 
of Sacramento, California, that they REPUTATION 


: All metal center 
do a very considerable business in 


skis, snowshoes, guns, ammunition 
and fishing tackle with power com- 
panies, mines, lumber companies and 


Milwaukee Brushes are known the country over 
for their fine performance and their economy 
in operation. This makes your sales job easier. 














liane ae Would you 
irrigation projects. like all the facts? 
These so-called sporting goods, it | MARKETS Write today for 
) is said, have a very serious purpose | Every plant on which you call is a prospective catalog No. 29 and 
} in the patrolling of power lines and | buyer of one or many Milwaukee products. complete informa- 
ditches. There is still plenty of wild | Particularly is this so today, with stocks down and tion on our distrib- 
life in the mountains and snow and | jndustrial activity on the increase. utor arrangements. 
cold. Shooting irons are needed for | We know you will 
protection as well as the proper foot | be interested. 
gear in order to travel. | PROFITS 
i. - * | — a policy — eo profit a 
. | t istribut . t i 
Oliver Brothers Issues Tables of | ee, a ee a 


working for. ° 


Iron and Steel Values 
Oliver Brothers, Incorporated, 
New York City, has issued a new 
> edition of “Tables of Values of Iron, 
Steel, Wire and Metal Materials.” 
These tables trace the values of the 





























ALN i \ \, 

above mentioned commodities, 21 yh | il 

classifications in all, from December, {hl Mi \ } 

1897, through September, 1932. Curved Back-Solid Block Fibre Push mi 
: It is interesting to note that on a Round Steel Wire Hand Brush All types 

majority of the items, during some | 

pre-war periods, prices ruled higher QUALITY 

than they do now, notwithstanding REMEMBER-- MILWAUKE MEANS BRUSH EXCELLENCE 
i the considerable difference in produc- 

tion costs. 

eos peothers, through its as | THE MILWAUKEE BRUSH MANUFACTURING Co. 

} sistant secretary, Horace E. Dale, has 764-790 30TH STREET 

kindly offered to supply copies of 

these tables to anyone requesting MILWAUKEE 


WISCONSIN 
them. Address of the company is | 


200 Hudson Street, New York City. | 
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INVESTMENTS / <x | 
| William Horowitz, recently appointed pur- 
’ |chasing agent for Botwinik Brothers, In- 
ISTRIBUTORS of Victor “Moly” Hack | corporated, New Haven, Connecticut. 
Saws are making a 50% profit on - 


put Hose Tools 
Crerar, Adams and Company, Chi- 
|cago, has taken over the national dis- | 


|Crerar, Adams Distributing Stay- 
their investment—and it's a consider- | 


ably lower investment per gross of 


blades. | 


|tribution of the line of hose repair 
tools manufactured by the Hose Stay- 
|put Hose Company, Denver. 

| The line consists of several sizes 
|of assemblies and snubbers and a ma- i 
|chine by the use of which all opera- 
|tions necessary in maintaining hose 
|can be effected. The assemblers allow 
‘|hose connections to be made which 
‘have the same internal diameter as 
| the diameter of the hose. Binders, 
|applied with the snubbers mentioned, 


Victor “Moly” GOLDSTEEL blades 
sell faster—they cost only about 
one-half as much as ordinary heavy 
duty blades. And yet they do the 
work better—in fact, they will 


do anything any hack saw 


can do. | produce a joint which has been tested } 
}up to 2,000 pounds pressure without 
* Your customers will welcome | leakage. 


Four salesmen have been added by 
| Crerar, Adams to specialize on the 
\line in the Chicago territory and suit- } 
able representation is being sought in 
|other sections. 


the savings afforded by Vic- 
tor “Moly”. Easily .identi- 
fied—the only GOLDSTEEL 
_blade on the market. . 


Victor—the blade that 
is sold under a policy 
that protects the dis- 

tributor 100%. 


~ ene Sree 
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ro Diem HACK SAWS | 
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at hs H. J. Gundlach, general manager, Mine 

af ms and Smelter Supply Company, Denver, 
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Harry J. Foss, right, president, Berkshire 
Mill Supply Company, Pittsfield, Massa- 
chusetts, and Miles Hapgood, sales man- 
ager of the same organization. This 
company puts special selling effort on 
pumping equipment. The show room fea- 
tures a demonstration pump in operation. 


W. C. Meyers Now Manufac- 
turers’ Agent 
William C. Meyers, formerly presi- 
dent and general manager, Waldredh 





Machinery and Supply Company, | 


Des Moines, Iowa, has embarked in 
business for himself as a manufac- 
turers’ agent. 

Mr. Meyers, who is a mechanical 
engineer and has had some experi- 
ence in machine design, is considered 
one of the best informed mill supply 
men in the middle west. He is seek- 
ing a few good lines to add to those 
of the manufacturers he is now rep- 
resenting. He can be reached at 1705 
Pleasant Street, Des Moines. 

x * x 
Samuel Harris Distributing Bond 
Gears and Casters 


Samuel Harris and Company is 
distributing the line of gears and cas- 
ters manufactured by the Bond 
Foundry and Machine Company in 
the Chicago territory. Three new 
salesmen have been added to special- 
ize on this line. 





Storage space is increased and filling of 

orders facilitated at the John M. Forster 

Company, Rochester, New York, by sub- 

stituting caster-fitted boxes for the bottom 
row of shelves. 














WOULD YOU HIRE 
THIS MAN? 


When you talk to a chain hoist prospect, ask him to 
imagine a man of prodigious strength for whom lifting 
tons is mere child's play—who can pick up the heaviest 
loads, hold them indefinitely in any position, hand them 
from one machine to another quickly, safely, a man as 
willing and tireless as he is powerful. 


Ask him if he would hire such a man. 


With a Yale Ball Bearing Spur Geared Chain Hoist, 
the smallest worker becomes a veritable giant of power 
and an extremely important factor in the efficiency and 
safety of any plant. 


That is the type of service and equipment you provide 
when you sell 


made by the world's oldest and largest 
manufacturers of chain hoists and allied 
equipment. 





The Yale & Towne Mfg. Co. 
Philadelphia Division 
PHILADELPHIA, PA., U.S. A. 


Makers of Yale Electric Trucks, Hand 
Lift Trucks, Electric Hoists and Trolleys 
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Boosts Your Sales 





| Planning for Profits in 1933 
| (Continued from page 7) 
| operation of industrial plants it be- 
| hooves him to study their needs care- 
| fully and arrange his stock so that 
prompt service can be rendered. 
“In the past year, we have been 
analyzing the requirements of the vari- 
ous plants in our territory and building 
| up stocks on lines that will take care of 
| their urgent needs and place us in a 
| position where we can realize a normal 
| profit. Located as we are some distance 

from a source of supply, we have found 

too often that to render prompt service 

it is necessary to spend more money 
| than the profit which accrues from the 
| order. By studying our customers’ 
| needs, we are better able to anticipate 
emergencies. 

“As far as possible, we are trying to 
make each item pay its own way, 
although it is difficult because it is 
impossible to charge enough on many 
items to cover service costs. However, 
by going over our stock carefully, we 
have been able to eliminate several un- 
profitable lines and replace them with 
more profitable ones. 

“We try to purchase as much as pos- 
sible from manufacturers who recog- 
nize the distributor as the logical sales 
outlet for industrial supplies. We check 
not only a manufacturer’s local sales 
policy, but his national one as well. 
Too often we have found that manufac- 
turers in order to sell in territories in 
which they are not represented by dis- 
tributors will resort to measures not 
used in territories covered by a dis- 
tributor. 

“We believe manufacturers should 
maintain resale-price schedules. Many 
users would purchase the bulk of their 
needs from the local distributor if they 
knew they could obtain the same price 
from him as direct from the manufac- 
turer or from other distributors.”— 
| L. E. Forbes, vice-president, Couch and 
| Heyle, Peoria, Illinois. 
| * * * 







































“UNBRAKO”"’ 
Heoliow Set Screw 





We certainly co-operate in boosting your 
sales not only by letting our many salesmen 
work with your own men and by turning orders 
your way, but also by advertising “UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 


By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 
them is equivalent to throwing away a great 


many profitable sales. “UNBRAKO”’ 
“UNBRAKO” Bulletin 429 Yours on Request. Secket Head Cap Screw 





— 





We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Werk-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 


| “It is our policy to make every item 
stand on its own. In the last year, we 
have added a number of new lines to 
take care of new needs. This has neces- 
sitated a considerable addition to our 
inventory for which we have compen- 
sated by closing out slow-moving items. 
We are operating on a balanced budget 
and concentrating on profitable items 
has helped us accomplish this aim.”— 
W. W. Peacock, The Charles E. Lewis 
Company, Springfield, Massachusetts. 
x * x 

“Beginning the first of this month, 
we inaugurated a plan of sales concen- 
tration limiting the activity of each 
salesman to 200 calls a month and em- 
ploying 25% additional men to insure 
thorough coverage of our entire terri- 
| tory, which will be somewhat expanded 





























STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 
oe, JENKINTOWN, PENNA. — sEwvonn 
DETROIT BOX 519 8T.Louis 
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this year. We have also tabulated 104 | 
profitable lines upon which our men | 


will concentrate. 
“As a result of our sales concentra- 


tion plan, we hope to secure a certain 


percentage of the supply business now 
going through other channels. The 
chances for success along this line are 
particularly promising now because of 
the fact that many manufacturers have 
been forced by conditions to close their 
metropolitan warehouses and withdraw 
their salesmen. 

“An adequate sales promotion and 
advertising program which is directed 
at shop men as well as buyers will also 
aid us in our drive for business.”— 
Vance C. Boyd, vice-president, Stand- 
ard-Shannon Supply Co., Philadelphia. 

oe si 

“Our plans for making this year’s 
business better include the elimination 
of slow-moving lines, which will not 
seriously affect our capacity to give 
good service. We are determining what 
our market will use and endeavoring 


to push nationally advertised lines | 


which are in demand. 

“In the future, we shall support more 
than ever those manufacturers with 
national distributor sales policies. We 
shall endeavor to make our sales efforts 
more productive by thoroughly analyz- 
ing the needs of each customer, making 
sure we are contacting him properly 
and getting as much of the available 
business as possible. 

“New lines, closely allied to those we 
are now handling, with a promising 
future, will interest us.’”—R. C. Neal, 
R. C. Neal Company, Buffalo. 


* * * 


“We are studying our markets care- | 





fully to find out the needs of our cus- | 
tomers and then talking only items | 


which we know they can use. Such a | 


policy saves time and money both for | 


us and our customers.”’—P. O. Boylan, 


sales manager, The W. M. Pattison | 


Supply Company, Cleveland. 
* * * 
“During the War and up until 1929, 


we, among others, tolerated salesmen | 


who did nothing but talk pleasantries. | 


Such salesmen have no place in our field 
today. If we add to our staff, it will be 
men who have gained practical experi- 
ence by working in mills, shops or 
camps. 


“The manufacturer who supports the | 


distributor has a right to expect him to | 


have real sales ability.”"—L. G. Isaac- 
son, L. G. Isaacson Company, Aber- 
deen, Washington. 

* * * 

“During this year, we are going in 
strong for selective distribution, han- 
dling fewer lines and striving for 
greater turnover. We are going to stop 
being a wholesale department store. 
We do not expect 1933 to be a better | 
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the USE of 
hollow screws 


—not easier prices but 


Harder Selling 


LONGER discounts have never increased the use of 

Hollow Screws among your customers. Openly an- 
nounced or under-cover, they stimulate only a stronger 
pressure to reduce prices still further. . . Today, Allen 
Jobbers are the stable factors upholding a policy of sane sales- 
manship. And the Allen factory maintains for its product a 
a SALABILITY which backs up its Jobbers in distributing goods of 

superior value at a price which marks them as such. 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. WU. S§$.A. 
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1. SALES POLICY 

2. RESALE POLICY 
FactoryCooperation 
Local Publicity 
Quality of Product 


For later consideration. 


3. 
4. 
a 





Protects your 


Profits 


More Than 
Just Files— 
Superior 
Production 
Tools 





Cleveland File believes that the only 

healthy sales policy is one that rec- 

ognizes the legitimate distributor 
and assures him absolute freedom from 
competition by the manufacturer and 
full and complete protection. 


Through our suggested and main- 

tained resale prices, distributors se- 

cure the necessary and entirely 
proper margin of profit, essential to 
successful merchandising. 


Write for complete details of our busi- 
ness producing Distributor-Plan. 





The 
CLEVELAND FILE 


Company 
3400 Hamilton Ave., Cleveland, Ohio 





5 Point Policy 


year than 1932 generally, but we are 
planning and expect to make money.”— 
A. G. Ruddell, president, Central Rub- 
ber and Supply Company, Minneapolis. 


* * * 


“It is going to be a long time before 
sales will again run into a large vol- 
ume and, therefore, we believe the dis- 
; tributor must necessarily take on addi- 
tional lines. In doing this, he must take 
into consideration the potential volume 
| based on today’s market as well as the 

profit obtainable.”—C. T. Bush, vice- 
president, The Charles A. Strelinger 
Company, Detroit. 





* * * 


“We must accept conditions as they 
are and realize that they can be im- 
| proved only by our own efforts. If 
every one in an organization will settle 
down to hard work, it will not be long 
before better times will set in.”—F. W. 
Glover, president, The Textile Mill Sup- 
ply Co., Charlotte, North Carolina. 


* * * 


How the Distributor Can Make 
His Services More Valuable 


(Continued from page 7) 


the exclusion of cheap competitive imi- 
| tations, pushing the lines he regularly 
stocks rather than waiting for the user 
to ask for them, maintaining established 
values and providing good service. 
x * * 


“We believe selling through the dis- 

tributor admits of a wider coverage, 
| closer contact and better service at 
smaller cost to the user. 

“We are well organized in our sales 
department to properly handle distribu- 
tors’ sales, employing a resident sales- 
man in various points in the country 
to keep in touch. 

“The depression has strengthened the 
disrtibutor’s position. Small orders dur- 
ing the last two years could not be 
handled efficiently and economically ex- 
cepting through the distributor. The 
efficient way in which the distributor 
has handled these small orders has 
placed him in line for larger business 
when it is released. 

“In order to make his services more 
valuable, the distributor should concen- 
trate on lines they stock to the exclusion 
of competitive goods, support the manu- 
facutrers they represent 100%, demand 
full cooperation in return, and maintain 
adequate stocks.” 


*x* * * 


“We believe that distribution through 
the distributor is economically sound. 
However, the distributor should pay 
more attention to the lines .of those 
manufacturers who have a sales policy 
which supports the distributor 100%.” 


“Tt has been our policy in the past to 
sell entirely through the distributor and 
we contemplate no change in this 
method. In all our consumer advertis- 
ing next year, we will stress the advan- 
tages of purchasing through the local 
distributor. 

“As regards our plan for showing 
distributors where and how to sell our 
products, we are using MiL_t SupPiies’ 
Market Determination plan. We feel 
that this plan, if intelligently applied, 
will prove profitable both to the dis- 
tributor and manufacturer. 

“The distributor can improve his 
position by maintaining adequate stocks 
and impressing upon his salesmen the 
need for selective selling. By this I 
mean concentrating on profitable items 
that promise real savings to the user. 

“We believe in suggested resale 
prices and strongly urge distributors to 
maintain them. Once a_ distributor 
makes a price cut, it is practically im- 
possible to secure future business on an 
equitable basis. 

“By introducing two new products 
this year, we were able to increase our 
volume and make it easier for distribu- 
tors to sell. These products opened new 
fields and new profits for the distribu- 
tors. Right now, we have two new 
products in our engineering department 
which will be announced when ready. 
General business conditions are not a 
blanket alibi for postponing the launch- 
ing of new products. If it is possible 
for a manufacturer to design a product 
for a new field at a fair price, he should 
not hesitate to do it. Don’t overlook 
the fact that competitors are ‘beating 
time’ and ‘a move in time may save the 
line.’ ”’ 

* * * 


“We believe the distributor's position 
has been strengthened by the depression. 
It is true that the distributor has been 
discouraged in taking advantage of the 
many new opportunities offered him by 
propaganda circulated by certain repu- 
table manufacturers questioning the in- 
tentions of other manufacturers to con- 
tinue with distributors after the depres- 
sion has ended and suggesting that it is 
only a temporary move to obtain busi- 
ness during the depression. This has 
not only made it difficult for the manu- 
facturer to interest the distributor in 
a new proposition, but it has also de- 
terred the distributor from taking on 
new lines with which he might have 
increased his profits. 

“Our own company plans to sell more 
through the distributor, because we can 
obtain wider distribution than by selling 
direct. In order to get the best results 
from our distributors, we feel that their 
salesmen must be thoroughly informed 
on our products and, of course, we 
recognize our responsibility in this mat- 
ter. As in the past, we shall show our 
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distributors where and how to sell our 
products.” 
x * * 

Our confidence in the ability of the | 
distributor to represent us satisfactorily | 
has not diminished. We believe, how- | 
ever, that the distributor must not lose | 
sight of the fact that his function is to| 
buy to sell again and in so doing, to} 
render service that justifies his exist- | 
ence. Because this is a recognized fact, 
it follows that the distributor’s most | 
important duty is that of stock-keeping 
because if merchandise is to sell readily, | 
it must be available. | 

“The distributor’s position in our 
economic system has been improved as 
a result of the depression. Manufac- 
turers have been seeking more econom- 
ical ways of doing business and have 
learned that the easiest and best way 
to contact the consumer is through the 
distributor. Now, if the distributor will 
follow through and make his organiza- 
tion a selling company rather than a 
warehouse, he will very much improve 
his position.” 

x ok * 

“The depression has put the distribu- 
tor in a more favorable position so far 
as our line is concerned. 

“In order to capitalize on his gains, 
he should keep an accurate list of all 
his prospects, indicating those who are 
using items he sells and those who are | 
not. With such a list, the distributor | 
is in a position to make the best use of | 
the manufacturer’s missionary man in| 
developing new business. Distributors | 
should, also, maintain adequate stocks. | 

“We are thorough believers in sug- | 
gested resale prices, feeling that they 
enable the distributor to make a fair 
profit and at the same time help elimi- | 
nate price-cutting.” | 

x * * | 

“We believe the distributor is here | 
to stay and that many manufacturers 
who during boom times thought that 
they could get along without him, have 
found his services indispensable. So far 
as our business is concerned, the dis- 
tributor is more necessary than ever. 

“We believe the distributor can make | 
his services more valuable to the manu- | 
facturer by training himself and _ his 
men thoroughly on the lines handled, | 
and by soliciting business more ener- 
getically and intelligently.” 

2 © 


| 
| 


“The depression has strengthened the 
position of the distributor in our eco- 
nomic system. We find him absolutely 
necessary to our business. 

“Our suggestions as to how the dis- 
tributor can make his services more 
valuable include, the respecting of man- | 
ufacturers’ suggested resale prices, scru- 
tinizing sales policies of all his sources | 
of supply and the adopting of a selective 
sales policy.” 
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Sell them this 


BARGAIN 


in Service 


and Stren 


gth 


The most critical P. A. can’t ask for a better bargain 
in service and strength than the all-steel Trimo pipe 
wrench.: This constantly improved dependable tool 
continues to ride over competition on a quality 


basis. 


It stands today in a class by itself—the only 


wrench that a buyer can honestly specify if he’s out 
for a serviceable heavy duty tool. 


Trimo is a bright spot in the tool picture today. 






ALL 
STEEL 


TRIMO w 


Made by Trimont Mfg. Co., Inc. 


Roxbury (Boston), Mass. 













PIPE 
RENCH 
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SHARPENS 22-3 


Hand-ee Grinder 






Distributors Wanted 
in Open Territories 


Gun taps, all types of machine and hand 


with the Hand-ee Grinder. 


Can be used at the machine or at the bench. 
Plug in anywhere. Works on A.C. or D.C. 
10,000 r.p.m. For light grinding in hard-to- 
get-at places. Saves time where filing would 
take hours—to smooth off, touch off, dress up. 


Something new to talk about. Easily dem- 





Trade paper advertising and dealer helps. 


Manufacturers representatives and mill sup- 


Priced for Demonstrate 
a sales at 10,000 
r. p. m. 


attractive proposition. 

leader 

$10.00 
list 


onpbol 


M. C. TOOL CO. 


112 S. Aberdeen St. Chicago, Ill. 
100 SHAPES AVAILABLE 


Wai toheeOAOUETI. 


PROTECTION | 


Just as LINEAR Packings protect against leakage, seep- 

















age and waste, so does the Linear Distribution plan pro- 
tect the distributor. 


» » » 
“FOR RESALE ONLY” is the Linear motto—not just 


meaningless words, but a real policy strictly adhered to, 
guaranteeing you freedom from competition by us, and 
assuring liberal profits. No selling over your head or 


behind your back. 

«“K« « « 
Our new catalog is in the making. Write us to send 
you an early copy so that you may see how complete 
is the Linear Quality line. . . . LINEAR PACKING 


& RUBBER COMPANY, State Road and Levick 
Street, Tacony, Philadelphia, Penna. 


PACKINGS 
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taps, Acorn dies, round dies, and die chasers 
sharpened quickly—made better for each job | 


onstrated. Fits the hand. Priced for a sales | 
leader. $10.00 list with 3 wheel shapes free. | 


ply jobbers are requested to write us for our | 





An informal picture of L. J. Larzelere, pres- 
| ident of the Farquhar Machinery Company, 
Jacksonville, Florida. No effort has ever 
| been spared by this gentleman in his sup- 
| port of movements to better the industry. 
| Busy with his own problems, he can always 
| find time to help along if an industry plan 
has merit. 


The Rehabilitation Committee 
Is Creating New Sales 
Opportunities 
(Continued from page 13) 
tells of the progress which has been 
made in the Pittsburgh area and sug- 
gests ways in which distributors can 
help the movement along. He writes: 

“In our Pittsburgh district alone, 
we have definite commitments from 
reputable companies totalling close to 
$6,000,000. Our presentation has 
been well received by industry gen- 
erally and the reports from our con- 
tact men are encouraging, showing a 
growing disposition on the part of 
business men to go as far as they 
can in spending money because they 
feel competition is going to be ex- 
tremely keen and they must keep 
modernized. Also, they want to help 
| decrease unemployment. 

“Distributors of industrial supplies 
and equipment have a very vital inter- 
| est in this program and should do 
their share by spending what money 
they can use properly and also in car- 
rying a little heavier inventories. It 
is, I think, generally admitted that 
inventories are subnormal and dis- 
tributors can help by increasing theirs 
without in any way jeopardizing their 
position. 

“Distributors can also help mate- 
rially by talking industrial rehabilita- 
tion and passing on the facts concern- 
| ing our program to their salesmen, 
| who in turn can carry the message 
| to their customers and prospects. 
The more this work is advertised and 
made known, the more money will be 
spent and the more people will be 
employed.” 

From Malcolm Muir, president, 
McGraw-Hill Publishing Company, 
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Increase Sales 


with IMPERIAL 
SPRAY EQUIPMENT 


Imperial’s years of experience in the de- 
sign and manufacture of spray equipment 
is your guarantee of satisfaction to your 
customers. 


IMPERIAL 
Hi-DUTY SPRAY 
GUN 


For flat or round 
spray 





For paints and lacquers. 
Light weight, balanced— ; 
easy to keep clean. With 
aluminum cup assembly, 
wrench and cleaning 


brush. Price.......$31.50 | 


IMPERIAL 
HI-DUTY SPRAY 
GUN 
For flat or round 
spray 
Same as 67-C without 
cup assembly. Throws 
perfectly atomized spray, 
free from streaks. Alu- 
minum body, two finger 
trigger. Price ....$27.50 


IMPERIAL 
WATER AND OIL 
SEPARATOR AND 
REGULATING SET 


Removesall moisture and 
oil from air lines so that 
air is clean and dry. 
Gauges show the line and 
working pressures. 


Price.................-- $2730 


IMPERIAL 112 H. P. PORTABLE 
PAINT SPRAY OUTFIT 


Outfit consists of 1 No. 4 C.P.C.— 1% H.P. 
Portable Electric Motor Driven Compressor 
with 16 gallon air tank (A.C., 3Ph., 60C., 
220V.), Spray Gun, 5 gal. pressure feed con- 
tainer, hose, fluid cock and air adjusting 
SUI. Si iiersdnccacnicsiccnn ‘ $357.65 
Imperial makes Portable and Station- 
ary outfits in sizes and types for every 
requirement. Free descriptive litera- 
ture sent upon request. 


Sold through mill supply houses 


IMPERIAL BRASS 
MANUFACTURING CO. 





511 S. Racine Avenue 
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| Committee, comes the following state- 


|distributor’s sales arguments. Obvi- 





















and a member at large of the national 


ment : 

“I think the best results can be 
obtained by an industrial distributor 
by making an intensive drive on pros- | 


/equipment which offers a_ direct | 
|money saving. The Rehabilitation | 


Committee’s program, of course, adds 
|a certain weight of authority to the 


ously, it will help if the distributor 
will back up his salesmen by tying 
‘in his own advertising and promo- 
tional work with this whole idea of 
| rehabilitation.” 
| Walter W. Birge, New York dis- 
trict director for the Committee, em- 
phasizes the importance of this work 
and urges distributors to get behind 
lit when he says: 

“In my opinion, the work of our| 
Committee distributors and| 
manufacturers of all types of capital 
goods an opportunity which has, at | 
least during my life-time, never been | 
equalled. | 

| 





offers 


“There has been considerable pub- | 
licity in connection with the move- 
ment and although many factories 
have not warmed up as yet, a great 
many have done so. Even though, in 
some instances, actual orders have 
not as yet been handed out, this move- 
|ment has offered salesmen of capital 
'goods a means of approach which | 
would not have been possible if the | 
Committee were not operating. | 

“In this district, many concerns are | 
using the work of the Committee as | 
an entering wedge into factories | 
where they would otherwise hardly | 
get an audience. 

“IT am confident that any organiza- | 
ition that will get behind this move- | 
‘ment with a vim and use its facilities | 
‘to the utmost can accomplish results 
| far beyond what would be possible if 
this Committee were not in exist- 
ence.” 

Joseph Dilworth, managing direc- 
tor of the Committee, makes this sug- 
gestion as to how distributors can | 
best tie-in with the movement: | 

“T would suggest that distributors 
immediately get in touch with the | 
chairmen of their local districts to 
see if there is not some way in which | 








they can be of assistance. 

“Every individual, of course, can | 
he of great help by understanding the | 
arguments in back of our efforts and 
talking them whenever the opportu- 
nity presents itself. Naturally every- 
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The highly satisfactory performance for 
which THOR Electric Tools are noted, is 
one of the most valuable assets of the 
THOR Agency. Every THOR you sell 
will, in time, sell more THOR’S, and, in 
addition, help build good will and friends. 


Another advantage is the completeness of 
the THOR Line. It is the most exten- 
sive line of Drills, Serew Drivers, Nut 
Setters, Tappers and Grinders available. 
No matter what the job may be, the Dis 
tributor can always recommend the proper 
tool and speed. This eliminates substi- 
tuting unsatisfactory makeshifts and even- 
tually losing not only the order but the 
customers’ confidence. 


To the Distributor who is willing to de- 
vote a small portion of his time to Elee 
trie Tools, the THOR Agency offers a 
great opportunity to make a real profit 
producer of this department. THOR Repu- 
tation, Performance and Quality at popu- 
lar prices is a hard combination to beat. 
Full details of our proposition, together 
with a copy of our new No. 26 Catalog, 
will be sent promptly upon request. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604. W. Jackson Blvd 


* CHICAGO: 
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Jobbers 


SUT ess 
this 
/ine? 


because — 
its comprehensiveness 
makes for greater. 
sales volume and, of | 
course, profits in pro- 
portion 














Cap Screws 
Set Screws 
Coupling 
Bolts 
Milled 
Studs 


We also sell 
Dardelet Thread | 


Screws 
The Wm. H. 


Ottemiller 


Company 
York, Pa. 





body who can be persuaded to sp@hd 


funds at this time is helping the gen- | 


eral situation and speeding recovery.” 

Unquestionably, the activities of 
the Robertson Committee are helping 
pave the way for salesmen of indus- 
trial supplies and equipment. The 
distributor can and should secure a 
share of the $128,000,000 of business 
already pledged. The amount which 
any distributor can hope to obtain 
depends largely upon the manner in 
which he goes after it. If he works 
out a definite plan and then follows 
through on it, such as has The West- 
ern Iron Stores Company, there is 
little doubt but what he will be well 
repaid for his efforts. 

No distributor should overlook the 
unusual sales opportunity created by 
the Rehabilitation Committee. Get in 
touch with your local chairman and 
arm yourself with the convincing 


| sales arguments which have been de- 


veloped. Then set into operation a 


plan of action to get your share of 
the available business. 






The Brown-Bevis Company of Los Angeles, 
maintains one of the most complete stocks 
of contractors’ equipment in the southern 


| California territory. The building in which 


this heavy machinery is displayed, at 4900 


Sante Fe Avenue, is modern and excep- | 


tionally well lighted. Here is a regular 
machinery exposition. 





Why We Are Pushing the Sale 
of Electric Tools Now 
(Continued from page 26) 

devices for heating the glue every 

time it is to be used. 
Right now every industry presents 

a live potential market for modern 


equipment. Laundries, dairies, and 
County Farm Bureaus should be 
definite prospects for spray-painting 
equipment. These buildings have to 








Another 





Test 


for 


Distributors 


Here are seven more inter- 


esting questions on mill sup- 


ply subjects. 


See how many 


of them you can answer off- 


hand. 


1. 


Name four different services to 
which automatic ejectors are 
particularly adapted. 


What type of bolt clipper is 
desirable for use when close 
trimming is needed and when 
the bolt or rod extends from a 
large flat area? 


Can you select a wood-cutting 
saw that cuts any angle, com- 
pound angle, cross cuts, rips, 
dadoes, tenons, routs, shapes, 
bores, sands —handles practi- 
cally every operation? 


Name five different types of 
flexible shaft machines — from 
the standpoint of the positions 
from which they operate. 


Can you pick out a belt espe- 
cially adapted to use with de- 
hairing machines? 


Select three miscellaneous me- 
chanical rubber goods items 
that find a special market in 
paper mills, not including belt- 
ing, hose, packing, gaskets and 
matting. 


Do you know that the trade 
name, “Little Giant,” is applied 
to fifteen different products by 
fifteen different companies in 
the mill supply field? How 


many of them can you name? 


Have you found difficulty in an- 


swering any or all of these ques- 


tions? 


If so, you'll find the an- 


swers in the 1932 edition, MILL 
SUPPLIES CATALOG & DIREC- 
TORY —along with a wealth of 
other valuable information for the 
industrial distributor. 


It won’t be long now. The 
1933 edition is “tin the works.” 
Soon you'll have it. And this 
edition will be particularly 
valuable to you because it will 
bring you completely up-to- 
date on the many changes that 
have occurred in the indus- 
trial set-up during the last 
year. 


MILL SUPPLIES 


CATALOG & DIRECTORY 


‘The Industrial Distributor’s Buying 


‘eference” 


520 N. Michigan Ave. 
Chicago, Ill. 
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be maintained in first-class condition 
in order to pass regular state and 
federal inspection. Yet, the percent- 
age of such buildings which are 
equipped with paint-spray guns is 
amazingly small. By contacting these 
outlets regularly, emphasizing each 
time that they will save one third in 
the application of paint by means of 
the spray method, not including the 
saving in labor, we are gradually 
winning a few additional accounts 
on every drive. 

Wherever metal is welded and 
finished, you have a live lead for 
portable electric sanders. Take auto- 
mobile plants, for example. The 
back of an automobile body, tech- 
nically known as the balloon end, is 
made in three separate stampings 
and then electrically welded. The 
seams leave an excess of metal which 
must be leveled before applying the 
under coating. Without a portable 
electric sander, the job is a long and 
tedious one. 

Many plants, in carrying out their 
modernization programs, may buy 
specialized machinery direct. I am 
thinking now of knitting machines 
sold to hosiery manufacturers or the 
textile industry. Of course, the dis- 
tributor does not handle machines 
of this nature, as a rule, but he does 
carry the accessories. Tor instance, 
if the machinery is not direct driven, 
there is an opportunity to sell shaft- 
ing, hangers, pulleys, bearings, belt- 
ing, belt dressing, and so on. 

Then there is the whole field of 
conveying equipment as a moderniz- 
ation aid which deserves an entire 
article in itself! 

It is my belief that the next few 
months offer unlimited sales possi- 
bilities for universal and high-cycle 
tools, as well as for transmission 
and conveying equipment, if the dis- 
tributor’s salesman is modernization- 
minded. He can do more to prepare 
his customers to meet an increased 


production schedule efficiently than 
any other outside agency. Don’t 
wait until business recovery is too 


far along to talk modernization. 
Then buyers and plant executives 
will be so busy maintaining the 
day’s production schedule, that rear- 
rangements and improvements will 
have to be postponed. Six months 
from now I hope none of us _ will 


be saying, “If I had only used my 


time when I had it.” 
Now is the time to talk, think, 


and sell modernization. 





PROVED BY THE TEST OF TIME 


Nothing new about it— 
except that it has been improved as neces- 
sary to meet changing conditions. 


The Capitol 
Distributor 
Policy 


But there is something strong, definite, practical 
about it that makes distributors cling to the Cap- 
ital line year after year. 





Nearly everybody recognizes the quality, variety 
and performance of Capital "Red Cap" Brushes 
and Brooms. But not everyone knows the complete 
story of our distributor plan, as it proves itself in 
operation. Perhaps you would like to have this 


story. 


If so, write today 





CAPITOL 
“RED CAP” 
Brushes and Brooms 


Capital Distributors: 


This is the time to make a complete check-up 
on your customers’ brush and broom needs. 
You will be surprised at the sales opportunities 
this will reveal. 


| INDIANAPOLIS BRUSH & BROOM MFG. Co. 


ESTABLISHED 1890 


126 Brush Street Indianapolis, Indiana 








Lots of places, today, to sell 


a really good Lathe for $79.00 


There’s the manufacturer who can make a big sav- 
ing in power by transferring light work to a light 
lathe; the shop that wants to replace old expensive 
equipment with new low-price equipment; the garage 
and machine shop with plenty of small lathe jobs to 
earn a quick profit on a $79.00 lathe investment. 


... and here is the good $79.00 Lathe 


Finest materials. Two 
weeks trial with 
money-back guaran- 
teed. Six speeds. 
Cuts standard threads 
from 4 to 80 
per inch. Au- 
tomatic reversi- 
ble feeds. Hol- 
low headstock 
spindle, %” 
hole. Capacity 
between cen- 
ters, 18”. 





ATLAS 


9° Screw Cutting 


Complete as 
shown, less mo- 
tor, for $79.00. 
Price inciudes 
compound rest, 
tool box, tool 
post, wrench, 
compound 
wrench, thread 
cutting gears, 
etc., switch, 
motor bracket, 
belts, etc. Dis- 
tributor terri- 
tories now open 
—write for full 
details, terms 
and prices. 


ATLAS 


1840 N. Pitcher St. 


PRESS COMPANY 


KALAMAZOO, MICH. 











Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 


Walter Geist 


Walter Geist Returns from 
Europe 
Walter Geist, Allis-Chalmers Man- 
ufacturing Company, Milwaukee, de- 
signer of the Texrope drive, has just 
returned from a three months’ visit 
to Europe. Mr. Geist visited France, 


England, Norway, Sweden, Den- 
mark, Germany, Switzerland and 
Italy. 


Mr. Geist reports unusual success 
in extending the distribution of Tex- 
rope drives. Allis-Calmers maintains 
complete stocks of Texrope drives 
and replacement belts in each of these 
countries. In addition, complete en- 
gineering service is maintained at the 
London and Paris offices. 

x * x 


Belting Association Elects 


Officers 
At the annual meeting of the 
American Leather Belting Associa- 


tion, held in New York on December 
7, at the Hotel Pennsylvania, the 
following officers were elected for 
the coming year: president, Edward 
H. Ball, Chicago Belting Company ; 


first vice-president, R. M. Pindell, 
Jr., Alexander Brothers; second 
vice-president, W. T. Bell, Page 
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Belting Company; treasurer, Julian 
Alexander, E. P. Alexander and 
Son; secretary, J. L. Nelson, New 
York. 

A. C. Laurence and W. T. Bell 
were elected members of the execu- 
tive committee to serve for three 
years. The personnel of the execu- 
tive committee in addition to the 
officers is as follows: H. E. Whiting, 
Whiting Leather and Belting Com- 
pany; A. H. Rahmann, George Rah- 
mann and Company; J. Edgar 
Rhoads, J. E. Rhoads and Sons; G. 
Arthur Schieren, Chas. A. Schieren 
Company; and A. C. Laurence, 
Laurence Belting Company. 


k * x 


Schuyler Merritt Resigns as Yale 
and Towne Chairman 

Schuyler Merritt, who for the past 
eight years has served as chairman of 
the board of the Yale and Towne 
Manufacturing Company, resigned 
on December 22. Mr. Merritt’s duties 
as representative in Congress occupy 
all of his time and require his resi- 
dence in Washington. 

To fill the vacancy thus created, 
Walter C. Allen, president of the 
corporation for the past 17 years, 
was elected chairman of the board 
and W. Gibson Carey, Jr., vice-presi- 
dent and treasurer, was elected presi- 
dent and treasurer in active charge of 
the affairs of the company. 


e * * * 


Lavelle Rubber New Chicago 
Distributor for Boston Woven 
Hose 

On January 1, The Boston Woven 
Hose and Rubber Company of Cam- 
bridge, Massachusetts, through its 
Chicago manager, John H. Rowe, an- 
nounced the appointment of the 
Lavelle Rubber Company, 320 West 
Illinois Street, Chicago, as its dis- 
tributor in the Chicago area. 

The Lavelle Rubber Company has 
been engaged in the distribution of 
rubber goods for the last 20 years and 
now occupies a three-story building 





at the above address. Its personnel 
is comprised largely of men who have 
had considerable experience in the 
manufacture, sale and application of 
mechanical rubber goods. 

Arthur Romain, the president, was 
Chicago manager for the Quaker City 
Rubber Company for many years; 
Elmer Berg, the treasurer was asso- 
ciated with the United States Rub- 
ber Company for about 20 years. All 
of the Lavelle salesmen have had a 
good many years’ experience on the 
mechanical line. 

A new pocket-size catalog, for the 
use of Lavelle’s salesmen and 
tomers, has been issued. 

Boston Woven Hose and Rubber 
Company will continue to carry its 
large stock in Chicago at 111 North 
Canal Street. 


cus- 


* * * 


H. B. Austin Eastern Representa- 
tive for Armstrong Brothers 
Armstrong Brothers Tool Com- 
pany, Chicago manfacturers of drop 
forged tools, has announced the ap- 
pointment of H. B. Austin, as its 
eastern sales representative. Mr. 
Austin was formerly with the Black 
and Decker manufacturing Company. 


H. B. Austin 
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UMI 





UMI 


JANUARY, 1933 


MILL SUPPLIES 


63 





LEADERSHI 


A Powerful 
Asset for 


Distributors of 


THE 


NEW 


BADGER 


CAR MOVER 


and... 


THE ADVANCE 


SAFETY CAR WRENCH 


& The quality of these two 
indispensable railway car 


tools and 


.- tablished 
















their widely es- 
reputation for 
fast, efficient 
and economical 
performance 
have won for 
them an_ out- 
standing _posi- 
tion in the field. 
That makes your 
sales job def- 
initely easier 
when you han- 
dle The New 
Badger and The 
Advance. Ask 
for our profit- 
able distributor 
terms today. 





Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., 


Welland, Ontario, Canada 


4 


| A OR a / 


Charles Albert Schieren Dead | 
Charles Albert Schieren, pensions! 
Chas. A. Schieren and Company, | 
New York manufacturer of leather | 


belting, died at his home in New| 
York on December 4, aged 63 years. | 

Mr. Schieren entered his father’s | 
business after attending the Poly- 
i technic Institute of Brooklyn. He, 
it became a partner in 1898 and was 
‘elected treasurer in 1908. On the 
|death of his father in 1915, Mr. | 
|Schieren became president. He was | 
a member of the board of governors 





is of the Machinery Club of New York 
it and had helped in its organization. 
j * * * 
, Gould’s Pumps Acquires Hydroil 
Corporation 


Norman J. Gould, president of 
Gould’s Pumps, Incorporated, has an- 
nounced the acquisition of the Hy- 
; droil Corporation of Lebanon, Indi- 
> ana, manufacturers of oil purifying 

5 | apparatus. 

The Lebanon plant is being dis- 
continued and the business and 
equipment transferred to the Seneca 
Falls plant of the Gould Company. 
. 6 |D. B. Clark, vice-president of Hy- 
ae droil, and WW. P. Alexander, factory | 
r -"T and field representative, will join the 
; wa «| Gould organization, which will con- 
i ™ (|tinue to manufacture the Hydroil 
4 centrifugal purifying machines at | 
Seneca Falls, with production planned 
me to begin January 1, 1933. 








ot) * * * 


Nicklis Cleveland File 
Representative 

John D. Nicklis, for many years 
; @ |prominent in the mill supply dis- 
hf tributing field while associated with 
| Manning, Maxwell and Moore, In- 
'corporated, of New York City, has 
just been appointed eastern and New 
England sales representative for the | 
Cleveland File Company, Cleveland. | 

Mr. Nicklis will have offices in| 
New York and look after the com- | 
pany policy of creating and dis- 
tributing exclusively through mill | 
supply houses, 

x *e x 






Detroit Seamless Moves Chicago | 
Office | 

The Chicago district sales office of | 
the Detroit Seamless Steel Tubes 
Company, Detroit manufacturers of 
steel tubing and Detrolined bushings, | 
has been moved to 1768 First Na- | 
tional Bank Building. L. R. Phillips | 
'amm |S Chicago district sales manager. 


Est. 1876 









Different 


HACK SAW BLADE 
STARTS 

the Cut on the 

FIRST STROKE 
At Any Angle 








Fine Teeth Start Cut Like 
Feed Screw of Auger Bit. 








Fine Teeth Spot Cut at Exact Mark— 
Will Not Slip Off Catting Line 


A finely made, hardened and tempered 
blade — great improvement over ordi- 


| nary blade — at no extra cost. 


Widely advertised and merchandised 
to your trade. 


NOTE THESE a OUTSTANDING 
FEATURES 

. Starts cut at any angle. 

2. Teeth will not catch in corners. 


. Starts quickly with a full cutting 
stroke. 


n~ 


. Reduces cutting time. 

. No scraping to begin cut. 

6. Will not slip off cutting line. 

7. Distributes wear full length of blade. 


SELL 


MILFORD 
DUPLEX 


PATENTEO USA 
Tungsten Alloy & High Speed Steel 
Also MILFLEX DUPLEX 


a 


wT wrrwrre 


The HENRY G. THOMPSON & SON CO. 


New Haven, Conn. 
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“We Consider Our Catalog 
a Mighty Good Investment” 








The Pulver Machinists Tool Company, dis- 


tributors of mill supplies and small tools in | 


Chicago and surrounding territory, received 
their first catalog from Cuneo in Novem- 
ber, 1931. Distributors who are now hesi- 


tating about going ahead with their catalog | 


plans will be interested in Mr. Pulver’s re- 
marks a year after their catalogs were dis- 


tributed. 


PULYER MACHINISTS TOOL, Co, 


@ JOSBSBERS OF oc 
MILL, FACTORY anv MACHINISTS SUPPLIES 
31 NORTH JEFFERSON STREET 
CHICAGO, IL. 
December 29, 1932 
The Cuneo Catalog Service Co., 
2242 Grove Street, 
Chicago, Illinois. 


Gentlemen: - 


It occurs to us that you would be 
interested in our experience since the dis- 
tribution of our catalog a little over a 
year ago. 


Immediately after its distribution we 
received many compliments from our trade 
upo. its completeness and arrangement. We 
also received much favorable comment from 
our fellow distributors and the manufacturers 
we represent. However, more important than 
this, is the new business that we received 
directly attributed to our catalog. 


We consider our catalog a mighty good 
investment anu do not hesitate to commend 
Cuneo's Catalog Service to any distributor 


With best wishes for your continued 
success we remain 


Very truly yours, 


Pulver 
Vice Pres 


The Cuneo Organization Offers :— 


(1) Sales producing catalogs at 
sonable costs. 

(2) Thousands of pages in individual units. 

(3) Artisans of many years of experience in 

merchandising and compiling mill sup- 

ply and hardware lines. 

Minimum ef effort on your part. 

(5) The resources and facilities of one of 
the world’s largest printers. 


most rea- 


- 


Cuneo Catalog Service Co. 
Twenty-Second Canal Grove Sts. 
CHICAGO 





New Advance Car Mover Catalog 
The Advance Car Mover Com- 
| pany, Appleton, Wisconsin, has just 
issued a new 15-page, illustrated cat- 
alog describing their line of car mov- 
ers and car wrenches. The picture 
| of the Advance plant, shown here, is 
displayed on the leading page of the 
book. 





‘tbe s. Gould Sancwnihe to 
Pneumonia 
Smith Gould, 
dent of Goulds Pumps, Incorporated, 
and outstanding citizen of Seneca 
| Falls, died at his home in State street, 


Seabury vice-presi- 





November 25, of pneumonia, at the 
age of 44. 

Mr. Gould was born in Seneca 
| Falls, a son of Seabury Smith Gould 
| and Mary Mitchell Judd Gould. He 
prepared for college in the Lawrence- 
ville School and at Mackenzie School 
in Dobbs Ferry. He matriculated in 
Cornell University and transferred to 
Hamilton in his second year, gradu- 
ating from Hamilton College with the 
Class of 1911. After completing his 
college work, Mr. Gould entered the 
sales department of The Goulds Man- 
ufacturing Company and gained first- 
hand knowledge of selling methods 
and problems of the Gould organi- 
zation. After two years of this ex- 
perience Mr. Gould returned to the 
main office staff. 

On November 15, 1913, Mr. Gould 
| was married in Washington, D. C., 
to Miss Ana Fulton of that city. Mr. 
Gould became assistant treasurer of 
the Gould Company. In 1917 he was 
commissioned a first lieutenant and 
served throughout the period of the 
World War. After the close of the 
| war he resumed his duties as assist- 

ant treasurer. He has been a director 

| of the Gould corporation and a vice- 
president for several years. For the 
past year he has served as secretary 
of the Gould corporation. 

Mr. Gould devised the farm plot 
plan for employees of the company 
early this year by which acres of land 
owned by the company were used to 
produce foodstuffs for families of 
Gould men. 





Manhattan Jobbers to Handle 
New Line of Domestic V-Belts 
The new Manhattan v-belt just 
announced by Manhattan Rubber 
Manufacturing Division is to be sold 
by their regular established jobbers 
now handling the well-known Condor 
line of mechanical rubber goods. 
The new Manhattan v-belt for use 
on electric refrigerators, and wash- 
ing machines, is constructed along 
the lines of their present industrial 
type and embodies all of its advan- 
tages and perfections such as: wide 
margin of strength, no_ inelastic 
stretch, uniform flexibility, no inter- 
nal friction or heating, smooth run- 
ning until discarded, maximum trac- 
tion, slow side wear, stiff lateral 
reenforcement. The belt is furnished 
in all standard sizes for every make 
of domestic washer and refrigerator. 


* %* * 


Greenfield Representative Dies 
Ired W. Strecker, 60, who, for the 
last six years has been New England 
representative for the Greenfield Tap 
and Die Corporation, died at his 
home in Greenfield, on December 4. 
Prior to his last assignment, Mr. 
Strecker had been works manager of 
the company from the time it con- 
solidated with the Wiley and Russell 
Manufacturing Company. 


* * * 


E. J. Hayden President Interna- 

tional Acetylene Association 

E. J. Hayden, central division man- 
ager, Linde Air Products Company, 
was elected president of the Interna- 
tional Acetylene Association at that 
organization’s recent meeting in Phil- 
adelphia. Mr. Hayden, whose head- 
quarters are in Chicago, has been ac- 
tive in the sales and development of 
oxy-acetylene welding and cutting for 
more than 18 years. 


x“ & & 


American Association Making 
Compensation Study 

The American Supply and Machin- 
ery Manufacturers’ Association 1s 
making a study among its members 
of present methods of remuneration 
for salesmen. 

A similar study was made in 1929, 
at which time 80% of the salesmen 
were being paid on a straight salary 
basis. 

The present survey, it is believed, 
will furnish an interesting compari- 
son with that made three years ago. 
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IT SELLS 


... because 
it makes big 


SAVINGS 


over slow 
and costly 
hand 


99. 


@ YOU HAVE NO COMPETITION when 
you sell the Skilsaw Sander, for it is 
the only product of its kind sold ex- 
clusively through distributors. There 
are hundreds of prospects for the tool 

. and the savings it shows over hand 
sanding are so great that there is plenty 
of incentive to buy NOW! 


@SKILSAW SANDER is an 18 Ib. port- 
able electric belt sander with % H. P. 
motor and die cast aluminum frame. 
Has 41% in. wide belt, providing 32 sq. 
in. of sanding surface. Grinds, sands, 
polishes and finishes any material— 
wood, metal or stone. 


@GET BEHIND THIS PRODUCT... 
talk it... demonstrate it...and you 
will not only make yourself some real 
money but will make a lot of customers 
thank you for the money you save 
them. 


Let us send you details about our 
attractive distributor’s proposition. 


SKILSAW, INC. 
3344 Elston Ave., Chicago, Il. 


RY GIRY.Y 


SANDER 








Rawlplug Cleveland Office and 


| 


| 


Warehouse in New Location 


Announcement has been made by| | f S ELLS 


the Rawlplug Company, Incorpor- 
ated, inanufacturers of screw anchors | 


and holding devices, with general | 
offices at 98 Lafayette Street, New | 
York City, of the removal of its 
Cleveland, Ohio, office and ware-| 
house from 2032 East 22nd Street, to | 
larger quarters at 1315 West 6th| 
Street. | 

In the new location, the Cleveland | 
branch will continue to operate as in | 
the past, carrying a complete line of | 
Rawlplug products. Truck deliveries | 
will be provided to all parts of the | 
Cleveland area. 


* -*K * 


Surpless, Dunn to Represent 
Maydole 


The David Maydole Tool Corpora- | 
tion, Norwich, New York, announces | 
the appointment of Surpless, Dunn| 
and Company, New York and Chi-| 
cago, as sales representatives for the | 
entire line of Maydole products. The 
appointment is effective January 1,| 
and covers all of the United States | 
and Canada, east of Denver. | 

Surpless, Dunn and Company has | 





long been prominent in the hardware | 
field. For over 40 years its offices in | 
New York and Chicago have served | 
jas direct sales departments for its | 
several manufacturers. 





'changes in policy are contemplated, 
}and that Maypole products will con- | 
| tinue to be marketed through the | 
|regular wholesale hardware and mill | 
| supply channels. | 


* * * 


E. A. Niven Dead | 
| Edward A. Niven, Pittsburgh dis- | 
|trict sales manager, American Steel 
‘and Wire Company, died suddenly in 


Both companies announce that no| @This new, light Model “W” SKILSAW 








pointed the representative of Robbins 
and Myers, Incorporated, Springfield, 
Ohio, in the Cincinnati territory. He 
will make his headquarters in the 





that city on December 5, a victim of 
apoplexy. He was 59 years old and | 
had been in the wire business for 
40 years. 
x * * 
New Robbins and Myers 
Representative 
Henry M. Wood has been ap- 





Times Star Tower Building. 
















































. » » because 
it is the 
LOWEST 


PRICED 
portable 


electric 
hand saw 


is the handiest saw you ever saw saw! 
It eats up the work and has so many 
uses in maintenance, shipping room, 
and general work that practically every- 
body you call on.is a prospect. 


@SKILSAW Model “W” weighs only 8 
Ibs. Has 1/3 H. P. Universal motor. 
Standard SKILSAW quality (that’s the 
best there is) ... cuts up to 1%” deep 
—has safety guard and momentary 
safety switch. 


@ DEMONSTRATE IT! Progressive job- 
bers’ salesmen demonstrate “Model W” 
on every call... and they are selling 
them NOW, because our price is the 
lowest ever offered for a portable elec- 
tric saw of any kind! 


Write us for our distributor’s 


proposition . . . and remember, 
this tool has no competition. 


SKILSAW, INC. 
3344 Elston Ave., Chicago, Ill. 


RY GURY:N 
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H. D. Sharpe Honored 
Henry D. Sharpe, president and 
treasurer, Brown and Sharpe Manu- 
facturing Company, Providence, 
Rhode Island, has recently been 


| elected president of the New Eng- 


land Council. This organization has 
| as its function the consideration of 
| economic problems of the New Eng- 


Since the early days 
of this business, 
Brown & Sharpe 
Tools have been mar- 
keted through the 
distributor ...We be- 
lieve in the sound- 
ness of this policy. 





“WE PROTECT 
THE DEALER” 











BROWN & SHARPE MFG. CO, 


U.S.A. 


IBS 
Brown & Sharpe 
Tools 


“World’s Standard of Accuracy” 








land states and the coordination of 
efforts to successfully meet these 
problems. 

* * * 


J. L. Perry Made Vice-President 
American Steel and Wire 

J. Lester Perry, Worcester, Massa- 
chusetts, district manager of the 
American Steel and Wire Company, 
has been elected vice-president to 
succeed Charles F. Blackmer, who 
became president on January 1. Mr. 
Perry has been with the American 
Steel and Wire Company since 1899. 
He will make his headquarters in 
Cleveland. 

C. F. Hood, assistant district man- 
ager at Worcester, will succeed Mr. 
Perry as manager. 

* * * 


McMullen Joins Tyson Roller 
Bearing 

George C. McMullen has been ap- 
pointed manager of industrial sales 
by the Tyson Roller Bearing Corpo- 
ration, Massillon, Ohio, manufactur- 
ers of cageless tapered roller bearings. 

During the past 15 years, while 
Mr. McMullen was in the employ of 
the Timken Roller Bearing Company, 
he organized the industrial bearings 
division for that company and had 
charge of bearing sales and engineer- 
ing west of Denver. 

Mr. McMullen is a graduate of 
Massachusetts Institute of Technol- 
ogy and a member of the A.S.M.E. 


and S.A.LE. 
* * * 


New Engineering Head for Kron 
Company 


Glenn E. Weist, formerly sales 


| engineer with the Milwaukee Elec- 


tric Hoist Division of the Harnisch- 
feger Corporation, Milwaukee, has 
joined The Kron Company, Bridge- 
port, Connecticut, manufacturers of 
automatic dial scales for all indus- 
trial uses. Mr. Weist is in charge 
of engineering. He is a graduate of 
Purdue University and a man of 
wide experience in the engineering 
field. 


Dodge Issues Card Booklet 


The Dodge Manufacturing Com- 
pany, Mishawaka, Indiana, has sent 
to a large number of its distributors 
a booklet made in calling card size. 

It is intended to be used as a busi- 
ness card by salesmen of Dodge dis- 
tributors. The first page carries the 
name and address of the distributor 
and the Dodge trademark. The sales- 
man’s name appears on the back 
page, which extends below the rest 
of the booklet in such a manner as 
to make it appear that the name 
appears at the bottom of the card. 


There Is A Dodge-Timken Bearing For Every 
Industrial Application 


P)QDGE TIMKEN be acim 
M are come 


by sane 





wD 


Center spread of card booklet, showing 

display of bearings. Other displays are of 

a similar nature, telling the story of a 

complete line. Booklet is printed in black 
and red 


The seven inside pages and back 
cover are devoted to a profusely illus- 
trated display of the leading items in 
the Dodge line. 

The value of this type of booklet 
when used as a calling card is two- 
fold. First, it fixes the sales story 
told by the salesman in the mind of 
the buyer. Second, it definitely ties 
the distributor and his salesman to 
the consumer advertising being done 
by the manufacturer. 

In addition, of course, the in- 
formation and illustrations contained 
in the booklet give the buyer a quick 
picture of the line represented. 

eo“ «6 


Booklet on Oxweld Testing 
Machine 


The Linde Air Products Company, 
New York, has recently issued a 
15-page illustrated booklet describing 
the Oxweld portable tensile testing 
machine which has been on the mar- 
ket for some time. Developed by 
Union Carbide and Carbon Research 
Laboratories, Incorporated, this ma- 
chine meets the need for a practical, 
efficient method of testing welds and 
welders. It has been largely used in 
the aviation industry and in pipe line 
construction. 


eee 
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New Harnischfeger Officers 

Donald B. Patterson, general sales 
manager, Harnischfeger Corpora- 
tion, has been elected vice-president 


to succeed Walter Harnischfeger. | 


Mr. Harnischfeger was moved to the 
presidency to fill the vacancy caused 
by the death of his father, Henry 
Harnischfeger. 

Arthur W. Coppin succeeds Louis 


Quarles, resigned, as secretary and | 


W. F. Heilman takes Mr. Coppin’s 
post as assistant secretary. 


- + * 


J. H. Gilhuly Retires 
James H. Gilhuly, district sales 
manager, Youngstown Sheet and 
Tube Company in the San Francisco 
territory, retired from active duty on 
December 31. Mr. Gilhuly has been 
with Youngstown almost from its 
first day and will continue in the em- 
ploy of the company without the re- 
sponsibilities of daily attendance. 
He will be succeeded by Alexander 
G. Oakley of the Seattle office. KE. K. 
Blackford has been appointed to take 
Mr. Oakley’s place in Seattle. 


* * * 


Oil-Resisting Rubber Belt 

Patent covering a new type of rub- 
ber belting which resists chemicals 
and oils was issued to the B. F. 
Goodrich Company, Akron, Ohio, by 
the United States Patent Office early 
in November. 

For years experiments were con- 
ducted to discover a process to pro- 


tect rubber belts from the destructive | 


action of acids, alkalies and oils be- 
fore the new method was developed. 

The new belting has given satisfac- 
tory service after complete immer- 
sion in oil for several days, while 
ordinary belting will last only one- 


third as long when subjected to | 


similar exposure, according to Good- 
rich engineers. 

B. S. Taylor, manager of material 
development for the Goodrich proc- 


essing division, is the inventor of the | 


new belting which will shortly be 
marketed by the Akron company. 


* * * 


Two Goodrich Circulars 
Two circulars on its new flat cured 
fire hose have been issued by The 
B. F. Goodrich Rubber Company, 
Akron, Ohio. One is titled “The 
Fire Hose That Folds” and the other 

“The New Fire Hose Is Flat.” 

















Perfect alignment of hooks certain. Pre- 
vents end hooks from breaking loose, 
damaging machines and injuring hands. 44 
Flush fitting of bar with belt reinforces 
connection. 


With each box of Safety Belt Hooks you 

get a specially made pair of nippers for 

cutting steel binder bars. Eliminates 
waste and protects hands, 




















OBBING 
PETER TO PAY PAUL” 


Many industrial plants are doing just that by taking belting 
from idle machines to use on those in operation—all of which 
means a sale for you on belt hooks as the belts in most cases 
have to be cut down and joined. 


Suggest Safety Belt Hooks on your calls when talking trans- 
mission items. 


SALES POINTERS 


1 Steel Binder Bars on Safety out aml causing damage to work- 
A me Hooks Makes Every Strip er’s hands. 
o ooks a unit. 
2 Work perfectly on all kinds of 4 es - ag — - oe 
belts, fabric, rubber, balata, sacl 1 uh tes ee a oe eee 
leather. of special nippers. 
The exclusive Binder Bar pre- A profit maker for you and 
vents end hooks from fraying your house. 


SAFETY BELT-LACER CO., Toledo -- Ohio 

















Your Customers 


By recommending and selling them a Bolt, Screw or a Nut 
that possesses more than standardized features. Sell them 
perfect safety, rapid and uninterrupted assembling — a 
prestige-building product — not just another bolt, screw 
or nut. 


Delivery from stock. 


Ask for complete data. 


CLARK BrosPort(p 


Black Avenue 


Milldale, Conn. 








68 


MILL SUPPLIES 








“JACK” Crossman Says: 


fit perfectly into the distributor'ssetup’’ | 






and “Jack” 
isn’t just talking 
about the quality 
and completeness of 
the Hoosier Line 
either. 
Because of his many years of close 
contact with mill supply houses, “Jack” 
knows just what the distributor wants 
in the way of manufacturer coopera- 
tion, sales possibilities and profit mar- 
gins. So Hoosier has adopted a plan 
that meets the demands of the dis 
tributor. 
Now—as we start the New Year— 
write for all the facts. 


HOOSIER BROOM MANUFACTURING 
COMPANY 


2224 Bethel Avenue 
INDIANAPOLIS, IND. 


J. W. Crossman Wallace Duncan 
Pres. & Treas. Vice Pres. & Mer. 
We sell entirely through mill supply 
distributors and hardware jobbers. 





Self-Help is the Best Help. 


THE WROUGHT PIPE MANUAL 
For Pipe Salesmen 


A New Work DIFFERENT and | 
fufilling a long-felt need of the pipe 
trade for a simplified, accurate and 
logical method of computing net de- 
livered prices on wrought pipe. 





Forward-looking Supply Houses wish- 
ing to throw off outworn and cum- 
bersome practices will discover in the 
“MANUAL” a means of eliminating 
a handicap heretofore regarded as a 
“necessary evil” in the pipe Trade. 


\N EFFECTIVE AND INDIS- 
PENSABLE “SIDE-ARM” FOR 


1100 feet on 


| entirely 





THE PIPE SALESMAN. 


Price to legitimate distribu- 
tors of pipe, $1.25 per copy. 


Send your order now for sufficient copies 
to supply your sales force. 


F. D. Morrison, publisher, 
Ave. “B” at 19th Street, 
Birmingham, Alabama 





“Prosperity cannot pass in until 
racketeering passes out.” 


Wrought Pipe Manual 


A 36-page manual, consisting of 
tables of transportation costs per 100 
feet convertible into net prices per 
wrought iron and 
wrought steel pipe, has been pub- 
lished by F. D. Morrison, Avenue B 


|} at 19th Street, Birmingham, Ala- 


Tables are based on the 
wrought pipe list adopted January 
1, 1923. 

The tables indicate the net price 
per 100 feet on all sizes from 14-inch 
to 12 inches, standard, extra strong 
and double extra strong, for various 
rates per 100 pounds and discounts 
from 991;% to list plus 52%. 


bama. 
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Power Show Unusual Success 

The Tenth National Exposition of 
Power and Mechanical Engineering, 
which was held at the Grand Central 
Palace, New York, December 5 to 10, 
inclusive, exceeded expectations both 
as to exhibits and attendance. 300 
manufacturers of power and mechan- 


| ical equipment gave evidence of their 


confidence in business recovery by 
displaying many improved lines and 
new designs. ‘That their 
judgment was sound was amply 
proved by the character of the at- 
tendance, the interest shown in the 
exhibits and the comments of a num- 
ber of well-known engineers. The at- 
tendance was 98,741. 

Compared with some former years, 
there were fewer actual displays of 
very large heavy equipment, but in 
their stead there were drawings and 
colored diagrams, as well as models, 
that served to convey more real in- 
formation to the interested visitor 
than did some actual pieces of equip- 
ment in former years. 

Instruments and control equipment 
were well represented and many new 
things were seen along this line. Ex- 
hibits of valves and fittings were of 
special interest to engineers and de- 
signers having to do with plants em- 
ploying high pressure and high tem- 
peratures, as the latest developments 
in the use of alloy steels for such 
purposes were shown. 

Several practical applications of 
the “Electric eye” also attracted wide 
attention. These included control of 
temperature, counting and selection. 

At one of the booths a new insula- 
tion brick was demonstrated. by a 
small furnace in which a gas fire was 


| maintained at 1920 degrees fahren- 


heit yet one could hold his hand on 
the outside with one thickness of 
brick between without experiencing 
discomfort. 

Among new applications of exist- 
ing products may be mentioned espe- 
cially the display by one firm of very 
thin copper sheeting backed by vari- 
ous fabrics for different applications ; 
for instance, tar paper for roofing. 
This combination is produced by a 
special process. 


* * * 


Macon Will Carry Columbian 
Vises 

In the new airship “Macon,” now 
being built for the United States 
Navy in Akron, the matter of equip- 
ment weight is most important. 
When ready to fly the ship will have 
a complete tool room aboard for serv- 
ice work, not only to the mechanical 
unit of the ship itself, but to the 
service of the airplanes she carries. 

Vises are an important necessity to 
the tool room; also they are heavy 
when made of the usual materials. 
The Columbian Vise and Manufac- 
turing Company of Cleveland, work- 
ing in conjunction with the United 
States Aluminum Company, were 
able to produce vises made of alum- 
inum alloy that reduced the weight 
per vise more than 50% and stiil 
gave close to maximum efficiency. 
All castings were X-rayed for blow 
holes or other imperfections before 
machine work was started, so that no 
chance of an interior flaw could get 
by undetected. 


* * * 


New Bulletins on Gredag 
Lubricants 

National Carbon Company, Incor- 
porated, Carbon Sales Division, 
Cleveland, has recently issued three 
new bulletins covering the applica- 
tion of Gredag Lubricants. These 
bulletins are known as Catalog Sec- 
tions G-132, G-232 and G-332. Cata- 
log section G-132 gives a complete 
description of all grades of Gredag 
Lubricants and is a general treatise 
on lubrication. Catalog section G-232 
applies specifically to the lubrication 
of outdoor equipment and Catalog 
section G332 covers the lubrication of 
industrial equipment. Copies of these 
bulletins may be obtained by writing 
to the company, addressing your 
inquiries to P. O. Box 400, Cleve- 
land, Ohio. 
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New Treatment for Fire Hose 

Special chemicals with radio-active 
properties are now being used for 
treating fire hose for the purpose of 
rendering it mildew-proof and mois- 
ture repellent, by The Manhattan 
Rubber Manufacturing Division, of 
Passaic, New Jersey. 


The treatment consists of the in- | 


troduction of certain salts of rare 
earth metals into the fabric of the 
hose. These salts 


are radio-active | 


and permanently prevent the forma- | 


tion or growth of mildew colonies 
and, in addition, render the hose 


fabric rot-proof and moisture repel- | 


lent for its entire life. 

The use of treated fire hose has 
the advantages of doing away with 
the need for careful drying after use. 

The new Manhattan Treated Fire 
Hose is furnished in 214-inch double 


jacket size in three grades :—Condex, | 


lultex, and Vitex. 
ok ok 
Linde Publication Contains 
Complete Index 
Oxy-Acetylene Tips, a monthly 
publication issued by the Linde Air 
Products Company, contains, in its 


December issue, a complete index of | 


the last twelve issues. This index 
will be valuable when seeking infor- 
mation on the applications of oxy- 
acetylene welding by industry, by 
products to which it can be applied or 
by the type of operation, such as 
welding, cutting, heating and an- 
nealing. 
i 


Paasche Airbrush Bulletins 





Paasche Airbrush Company, Chi- | 
cago, has just issued three new bul- | 


letins describing their products. Bul- 


letin CC 10-32 features a newly pat- | 
ented graduated round and fan spray | 


multiplehead. Number B6-32  de- 
scribes a new-type, air rubbing, pol- 
ishing and sanding machine. Bulletin 
I 669 illustrates automatic electric 
air-compressor units. 
x * x 
Lincoln Electric Folder 


A new _ folder, 
“Tinc-weld” motor, has been issued 


by the Lincoln Electric Company, | 


Cleveland. Full description of frame, 
stator, rotor, bearings and conduit 
box are given in addition to working 
drawing and a table listing all di- 
mensions. 


describing the | 





PSRKER Vise, 


OUR 1933 MESSAGE 


We will continue to sell 100% through distributors with full pro- 
tection for them. 
We will continue our policy of quality and fair trade practices. 


We appreciate that distributors have played an important part in 
our success and in soliciting their co-operation for 1933 we suggest 
that they remember that PARKER VISES offer them selling ad- 


vantages unknown to any competitive makes. 


Vises will be sold in 1933. The aggressive salesmen will get the 


business. 


HOW ABOUT YOU? 


‘ade 





The DART Bronze 
to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in, with 
high grade malle- 
able iron pipe ends 
and nut which as- 
sures longer and 
better wear. 


This principle 
makes DARTS easy 
to sell and easier to 
get repeat orders. 


THE CHARLES PARKER CO. 


for PROFITS IN 1933 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 











































MERIDEN, CONN. 
101 Park Ave., New York City 


679603 A. 


SELL THEM 


Facts for Distributors 
DEMAND HAS BEEN CREATED. 
NATIONALLY ADVERTISED. 
ASSURED UNIFORM QUALITY. 
GUARANTEED—IF A DART UNION LEAKS 


YOUR CUSTOMER GETS TWO NEW ONES 
FREE. 


WE FURNISH A FREE SAMPLE TO ANY- 
ONE WHO WILL TEST IT. 
What More Do You Need to 

Get Orders? 


TEES—U NIONS—ELLS—SCREW ED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


BRONZE-TO-BRONZE 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 
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by Re Re ee 
Above are a few of the reasons for 

the prominent position attained by 

Atlas Car Movers in the Mill 

Supply Field during the 

last quarter century. 









THESE same fea- 
tures will build sales 
for you in 1933. 


We would welcome the opportunity 
to tell you all about our distributor 
plan. 

Write today. 


APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 








You Can Sell 


HARRIS PRODUCTS 

IN 1933 
Many of your customers use ™ 
our products. Check the fol- J \ 
lowing list with them and learn 


their needs. Then go after re- 
placement orders. Your profit 


fi_f 
— -_ 
will make the effort worth- os 
while. —— 
— 
Floats—Pressure and open tank. =< 


Copper, steel, stainless steel, 
monel, aluminum NN 
Coils and Bends (€ \\\ 
Copper, stainless steel, mo- W LY, /}}] 
nel, aluminum, etc. KA 
Expansion Joints—Copper. 
Kettles—Copper, stainless steel, 
nickel, aluminum. 





Tanks—All metals. 

Evaporators 

Sanitary valves and piping. 

Bronze bushings—unfinished. =! 

; zi 

Measures, funnels, dippers and #. ¥ 
pails. } ee | 

Centrifugally cast cylinders. S NX 


ASK FOR ESTIMATES 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St. 
CHICAGO, ILL. 


COPPERSMITHS SINCE 





1884 





| Standard Pressed Steel Booklet 


| A 25-page booklet recently issued 
by the Standard Pressed Steel Com- 

| pany, Jenkintown, Pennsylvania, il- 

eon and describes that company’s 
full line of “Hollowell” steel stools 

| and chairs. 

| Important features of the line as 

| stressed in this booklet include weld- 


|ed construction to eliminate wobbling | 


|and designs which combine beauty 
| of line with comfort. 

In addition to the stools and chairs 
other products displayed are: steel 
folding tables, vault trucks, work 
benches, trucks 


forms. 
* * * 


Goodrich Catalog Insert 


A four-page insert for its mechan- 
ical goods catalog on the subject 
of “Armorite’ has just been pub- 
lished by The B. F. Goodrich Rub- 


| ber Company, Akron, Ohio. 


Armorite, a soft, elastic black rub- 
ber, is used as a protection to other 
surfaces from abrasion of wet or dry 
materials. It is described as a com- 
pound of phenomenal tensile strength 
and capacity to resist wear. 

Among its uses are: for chutes, 
|hoppers, and other wearing surfaces 
| handling ore, sand and gravel, agita- 
|tor bars for mixing abrasive powders 
}such as carborundum and alundum; 
| lining pipe and handling abrasive ma- 
terial such as carborundum and sand 
suspensions in water; lining flotation 
cells for similar service to resist the 
|abrasion of fine wet particles ; impell- 
ers for flotation work; cyclone col- 
lectors and fan housings for abrasive 
dusts ; dredge pump liners; centrifu- 
gal pump liners of special design for 
isand suspension; shaft coverings 
used in screening domestic and coke 
breeze; mixing tub liners handling 
abrasive dry battery mixtures; sand 
| blast lining and other sand blast parts 
exposed to severe abrasive action. 

ok *” * 


Electric Hoist Sales Increase 

The members of the Electric Hoist 
Manufacturers Association report 
that the number of hoists ordered 
during the month of November, 1932, 
|inereased 12.30 as compared with 
| the previous month, and the value of 
such orders increased 4.991% as 
;compared with October, 1932. Ship- 
nents were .4908% greater in No- 
|vember than they were in October. 





and lift-truck plat- | 


\‘’More Cuts per Dollar’’ 
“More Sales per Call’’ 






at a real profit 
on every transaction. 





That’s the picture for 
Distributors on 


MARVEL 


HIGH-SPEED-EDGE 


HACK SAW BLADES 


And your opportunities 
are just as good with that 
outstanding com- 
panion line— 
MARVEL 
High - Speed- 
Edge HOLE 
SAWS. 


Write us today 
for complete in- 
formation. 


| Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 


353 N. Francisco Avenue 
CHICAGO, U.S. A. 











Genuine Hettrick 


STITCHED 
CANVAS BELTING 


HETMACO 


The New Transmission Belt 
OFFER 
DISTRIBUTORS 


unusual Sales and Profit 
Opportunities in 1933 


Let us tell you why. Write 
today for all the facts. 


of the 1932 MILL SUPPLIES 


fen our Exhibit on Page 121 
CATALOG & Li scpeLies | 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 
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FLEXIBLE SHAFT 
MACHINES | 
OF QUALITY AND DESIGN 


BUILT IN 
Horizontal and Vertical 
Types 
1/8 to 2 H. P. 


SIXTY 
TYPES AND 
SIZES 
BUILDERS 
OF 
FLEXIBLE 
SHAFTS 


Known the world | 
over for their | 
Strength and 

Flexibility 





Buy the Best 
It Pays 





CASINGS 
AND 
CORES 
Scientifically 
Constructed 





Manufactured by 


N. A. STRAND & CO. 
5001-09 No. Lincoln St., Chicago 











To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- | 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 





Send us today the names and ad- | 
dresses of the men who should re- | 
ceive the Magazine. A bill will be 
sent you later. | 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 


| all industries, amounted, in 1931, to | 








Putting the Mailing List 
to Work 


(Continued from page 32) 
quotations are made, it is advisable 


to keep the printed matter enclosures 


strictly on the subject in hand. Like- 
| wise, when literature is mailed under 


separate cover, explanatory of a quo- 
tation, this printed matter should also 


| pertain only to the products being 


discussed. The general procedure of 
instructing the stenographers or mail- 
ing clerks to “stuff” all kinds of 
printed matter into outgoing corre- 
spondence just to “ride the mails” is 
poor policy. In addition it is a posi- 


| tive waste. 
What does it avail if the chief en- | 
gineer at a power plant gets a folder | 


elaborating on the efficiency of a con- 
crete mixer or, on the other hand, 
if a contractor receives a_ bulletin 
ably setting forth the merits of an 
engine lathe? We must learn not 


only to diversify in our literature | 


mailings but what is more important 
we must specialize. Make every unit 
count! Use our postage limit, yes, 
but use it intelligently and enclose 
only such pieces as will interest the 
recipient. 

One thing more and it is all-im- 
portant. We must coordinate our 


| efforts. When the list supervisor has 
| completed a mailing, or mailings, he 
should notify the sales manager, who, | 


in turn, should inform the salesman 


that an advance mailing covering a | 
certain group has been sent out. It | 


will then be the duty of each sales- 
man to contact the firms in the group 
at the earliest possible moment to 
ascertain if the customers or pros- 
pects are interested in any of the 
items advertised in the printed mat- 
ter they have received. 


Summing up, put your mailing list | 


to work: intelligently, by having 


some one in direct charge and re- | 


sponsible for its proper handling; in- 
expensively, because the only costs 
are for envelopes, printing and post- 
age; profitably, through coordination 
of and cooperation with the sales 
staff. Why not start the new year 


right by planning now? 


* * * 


1931 Bolt Sales Drop 
Total production of volts, nuts, 
rivets and washers, manufactured in 


$50,999,705, as compared with $126,- 
507,797 in 1929, according to a re- 
cently published report by the Bureau 
of the Census. 





THIN MODEL 





WINS/ 


The No. 41 Levolier Thin Model 
Switch above is less than 5¢-inches 
in thickness . . . In spite of its small- 
ness it retains all of the practical char- 
acteristics of the famous Levolier line. 


For practicability ,and ruggedness, this switch 
is a thoroughbred winner. You'll make no 
mistake in choosing Levolier Model forty-ones, 
and there are variations of this model for 
other needs. Write for Literature. 


MCGILL 


MANUFACTURING CO. 





ESTABLISHED 1904 


VALPARAISO - INDIANA 
Box No. 669 























FOR A QUICK TURNOVER 
at an Appealing Profit 


THE HUOT 


DRILL INDEX 


| A Drill Stand and Indexed Container 


| Every call you make holds 
| opportunities for sales of this compact, convenient item, 
in quantities ranging from one to a large number. 

it will immediately arouse the enthusiasm of the 
plant buyer—and the mechanic who uses hand, breast, 
electric and portable drills. 

Easy to demonstrate, easy to sell, it is a mighty 
handy little money maker to have in your stock. 

2 

The Huot has tap information and decimal equivalents. 
It is made in 3 sizes: No. 60, 3%4"x4//2"xI", for wire 
gauge stzes, | to 60 inclu- 
sive; No. 13, for jobbers 
or fractional drills, 1/16” 
to 4", inclusive by 64ths. 
and No. 29, for same, 1/16” 
to /.", inclusive, by 64ths. 











No. 60 Huot Drill Index 
(illustrated open), holds 
60 drills and can be car- 
ried in the vest pocket. 


Write today for distributor terms 
(Available also through drill manufacturers) 


HUOT MFG. CO. 


128 E. 10th St. 
ST. PAUL, MINN. 
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